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We manufacture braided cords 
of all kinds, sizes and qualities, also polished cotton twines 
and specialties in this field. 


Known for fifty years as 
the most durable material for hanging windows 


PHOENIX SASH CORD - AETNA SASH CORD 
WHALE CLOTHES LINES - SAMSON SMALL LINES, etc. 


SAMSON CORDAGE WorkKS — BOSTON. MASS. 
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Serve as you can—-sacrifice as necessary. Be patient 
under difficulties. Be staunch in your principles. We kkk 


are in it together and we will win together. 


* 
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There is hardly a town, village or hamlet today but what has felt the infiltration of 
essential war production of some kind. Not all communities are privileged to foster 
the construction of army camps or cantonments, but there is s€arcely a community 
that is not engaged in some sort of war production, directly or indirectly. And all of 
these are potential prospects for WOOSTER WARTIME BRUSHES. Such needs are ‘essential 
uses’’ and are entitled to priority ratings high enough to warrant delivery. Your 
Wooster Jobber will gladly help you in interpreting the broad heeds essential to the 


war effort and advise regarding present regulations. 


FOSSSET 
THE WOOSTER BRUSH CO. © WOOSTER, OHIO 
Brush Manufacturers Since 1851— Thru 4 Wars 
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VICTORY PROMOTIONS 


BUILD STORE TRAFFIC IN SPITE OF SCARCITIES 





While Yale & Towne’s manufacturing facilities are now 
devoted mostly to war production... Yale still has ideas to 
help our dealer-friends in war-time. Just as you helped us 
to build our business in time of peace, so now we are doing 
our best to help keep your store busy despite scarcity of 
many products. 
















‘| || THE YALE WAR-TIME PROGRESS PLAN—A CONTINUING PROGRAM fe 








1. Timely sales promotion ideas — A.R.P. 3. Other POST advertising creating good 
Equipment — Victory Gardens and more to __ will for hardware dealers by telling the pub- 
come — in regular issues of “Yale Victory _ lic of their war-time services. 

News”, and in your hardware papers, sum- 

marizing practical tips for better war-time More Store Traffic Means More Sales 4 


business. YALE PUTS 3 BIG SALES MOVERS 


2. SATURDAY EVENING POST advertising, 7 
backing up each promotion idea, and re- GOOD WILL — STORE TRAFFIC — POINT-OF-SALE HELPS 
minding millions of readers to shop at their — 
local hardware store. 
































MANUFACTURING COMPANY 
STAMFORD, CONN., U.S.A. 
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Hardware Age, published every other Uhursday by Chilton Co. (Inc.). Entered as seconi-class matter, March 24, 1933, at the Post Office at Philadelphia under the Act of 


March 3, 1879 (Printed in U. S. A.) $1.00 per wear. Single copies, 25¢ each. Vol. 151, No. 8 


















To Make Things 
LAST LONGER 


Recommend and Sell 


PANTHER and DRAGON 
TAPES 


When it is impossible to replace damaged 
electrical or mechanical equipment or appliances, 
show your customers how to make safe repairs 
with PANTHER and DRAGON Tapes. 


First to be wrapped and sealed in Cellophane 


Perfect adhesiveness and tensile strength 






PAN I HER TAPE 88 






I yracow 










Strong durable core 


4 


Colorful attractive boxes 


6 


A Company in the insulation business since 1878 









HAZARD INSULATED WIRE WORKS 
Division of THE OKONITE COMPANY 


WILKES-BARRE, PA. Wy Offices in Principal Cities 








Sold only Through 
Recognized Independent 


Wholesalers 


» 3218 
BUY U.S. WAR BONDS — Every Payday All Hazard Employees BUY U.S. WAR BONDS 
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When the men and women of Stanley Tools, Division 
of The Stanley Works, received the Army-Navy “E” award 
on February 13, it was a much prized tribute to a great 
production team during the one hundredth anniversary year 
of the Company. 

Upon their shoulders has rested a triple burden. They have been 
called upon to supply (1) tools for the armed forces... to construct 
and maintain camps, bases, and barracks; (2) tools for war indus- 
try ... to build plants, ships, planes, and other implements of 
war; (3) tools for the home front . . . to maintain farms, schools, 
institutions and essential civilian industries. 

Hand in hand with this honor for past performance goes a great 
responsibility for future performance. These men and women 
fully realize this responsibility. Far from being contented with the 
“contribution to Victory” already made, they are earnestly striving 
to make an even greater contribution in the future. Stanley Tools, 


Division of The Stanley Works, New Britain, Connecticut. 


1843 [ STA N LEY ] 1943 
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HELP PEOPLE REPAIR 


os OLD THINGS 
Kep que \ a with 


BROKEN 


FURNITURE ; . DUCO CEMENT 


REG.U.S. PAT OFF 


This is a repair year! Now there’s a bigger 





market than ever for Duco Cement. That 


means added profits for you. 


With Duco Cement your customers can 
SCUFFED a3 mend broken articles which are hard to re- 
LUGGAGE | place — furniture, china, crockery, luggage, 
toys, books, shoes — almost everything. It’s 


needed in the home, office and shop. 





Duco Cement is clear, waterproof and 
flexible — easy to apply — dries quickly — 


Supe 
top ms | mends permanently. Display it prominently 


IN SILK in your store. E. I. du Pont de Nemours & 


STOCKINGS Co. (Inc.), Wilmington, Delaware. 








q> BUCO CEMENT 


REG. U. 5. par. OFF. 


REG. U.S PAT OFF 
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G’BYE, BOYS, IT’S 


Bug-a-boo! 









Three Products 
that Pay 
a Worthwhile 
Profit! 


ODAY~ when your stocks have been hard hit 

by wartime shortages— Bug-a-boo Products 
can help you maintain your sales volume. 

First of all, there’s a complete line: Bug-a-boo 

Insect Spray, Bug-a-boo Moth Crystals, and Bug- 

a-booVictory GardenSpray. These developments 

of the famous Socony-Vacuum Laboratories are 









nationally advertised. They are quickly available 
from coast to coast, with direct deliveries to you 
from our own warehouse stocks or through lead- 


ing wholesalers. 

Put the complete Bug-a-boo 
line on your shelves, and cash in 
onthis unique sales opportunity. 





Bug-a-boo Products 


BY SOCONY-VACUUM 





APRIL 15. 1943 
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“Hitler's secret police consider George 
an important man to get rid of. George 
helps kindle the enthusiasm of Ameri- 
can men and boys for our hobby of 
hunting and shooting. George does his 
share to preserve our sport by working 
for game restoration. He personally 
taught plenty of boys now toting guns 
for Uncle Sam how to handle firearms. 


“But most important—his hard work 
helped build a great peacetime industry 


"Doe Ferers Scrapbook 





















ape hat 
a Macklis 
says “DOC” PETERS 


that was able to convert to war produc- 
tion of arms and ammunition almost 
overnight! 


“Who is George? He’s my local Peters 
dealer. He’s every arms and ammuni- 
tion retailer in America. 


““George used to be well stocked 
with Peters shells and cartridges. But 
now the Peters people are working full 
time for Uncle Sam. And all their re- 





search talent is working to improve 
the power, accuracy and dependability 
that have made Peters famous in the 
past, and will benefit our hunting and 
shooting in the years ahead. 


“But George still sells plenty of other 
things—and he’s still the best source of 
advice on how to take good care of 
whatever ammunition we sportsmen 
have at home. George and the Gestapo 
may not be buddies. But he and I are!” 
» » » 
That’s what Doc Peters is telling America 
in outdoor, farm and boys’ magazines. We 
hope this message will help you now, and 
in the years ahead when Victory is won. 


PETERS CARTRIDGE DIVISION + Remington Arms Company, Inc., Bridgeport, Conn.+ Member American Wildlife Institute, ‘For a More Abundant Game Supply” 
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EVERY STORE...WAREHOUSE...FACTORY... HOTEL...SCHOOL IS A PROSPECT. 
THESE ARE THE BIG USERS OF TIGEREYE NUMERALS. 


A_ SINGLE WAREHOUSE WILL USE MORE NUMBERS THAN A WHOLE TOWN 
OF HOUSE NUMBERS. 


~NEW DIE-CUT LUMINOUS 


TIGEREYE 


vem NUMBERS 















HOUSE NUMBERS 
HOTEL ROOMS 
STORAGE SPACES 
APARTMENTS 
LOCKERS 
STOCK BINS 
CABINETS 
FILING BOXES ‘ae ane Cs eed 
STORAGE ROOMS \ This is the Size That . 
WALL SPACES ‘ Retails at 10¢ Each 7 
PORTABLE PANELS Nap CR ees 
BOOTH MARKERS Se he 
DOORS-WINDOWS 
ELEVATORS 
GARAGES 
COLUMNS 







































LEDGES 
oN COUNTERS 
6 omg SIGN CARDS 


OFFICES 
BARN STALLS 










VALVES 
TIGEREYE NUMERALS are made of a heavy SWITCHES 
i = he > tw n 
fabric and cellulose acetate sheet betwee AND MANY 


which are luminous sulfides. The acetate pro- 
tects the materials against moisture in all or- 
dinary applications. For additional protection 
against weathering in out-door exposure merely coat the 
numbers with a clear lacquer. 


APPLICATIONS IN 
STORES, SCHOOLS, 
FACTORIES, 















THEY ATTRACT AND 
STORE LIGHT AND 






The numerals are easy to apply ... on any clean hard HOTELS 
surface ... on glass... tile... metals . . , wood ~ 

. select the type of glue or cement suitable to the founda- INSTITUTIONS, CAN BE SEEN IN 
tion... the fabric backing of the numerals accepts all types HOSPITALS AND 









THE DARK 


of adhesives. 

The TIGEREYE is absolutely harmless. It contains no radio-active 
substance, phosphorus or other harmful ingredient. It attracts and stores 
daylight or artificial light and emits a remarkable green light in utter 
darkness. The effective lighting capacity will last indefinitely and will 
not deteriorate in stock. 





TRANSPORTATION 
FACILITIES. “& 
OPENS UP UNIQUE 
POSSIBILITIES FOR 
DISPLAYS, 
CONVENTIONS, 
SPECIAL COUNTER DISPLAY CARTON EYE-CATCHERS. 


Now AVAILABLE 
























This ‘display’ contains 6 dozen 5c size and 6 dozen 


10c size. Your customers see ‘em in the dark...on 


your counter... this SELLS! 


Retail value 10.80 
Retailer's cost 6.48 


Available through leading hardware jobbers. If your jobber cannot supply you send your order to us. 


THE ELLWOOD COMPANY, 709 SO. CICERO AVE., CHICAGO, U. S. A. 
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“YEH MAN! AND TO THINK THEY USED To 
BE G-E AUTOMATIC BLANKETS.” 



























“THESE ELECTRICALLY 
HEATED FLYING SUITS. ARE 





“AND ON EVERY 
SHIP AND TANK. 


“YOU CAN BET too! 
THERE'S G-E 
EQUIPMENT 
ON EVERY 
U. S. PLANE.” 














“THAT'S A 
MIGHTY SAFE 
a HOUSE, SONI” 


THAT 10% 
PAYDAY.” 







EVERY 





“tl RECOGNIZE THIS 
STREET SIGN FROM THE 
G-E ADVERTISEMENT 

m IN COLLIER'S.” 





“LOOKING FOR ONE OF THOSE G-E ADS, SIR? 
THEY'RE IN ALL THE 
BIG MAGAZINES” 


“YES! THAT'S THE 
SMITH’S NEW HOME!" 





% “HEY! 
MISTER BOOSTER—" 


omy 


, MOM, LOOK! 
THAT'S THE HOUSE WE 
SAW IN THE MAGAZINES.” 







SS 






“eR. “WITH ALL THE PUBLICITY 
ex) < |  G-E 1S GIVING THIS HIGHWAY, 
: WE BETTER WATCH OUT ; 
“ae® FOR HEAVY TRAFFIC” 














“HE TOLD ME A LOT 
ABOUT THE CARE 







os : : OF APPLIANCES, TOO. 
> I'M CAPTAIN INTHE + 
i ee << KITCHEN AT OUR HOUSE.” 
q _ “HONEST, MISTER — DO YOU +m," 
> GO TO SCHOOL, TOO? bi 


DO YOU, MISTER? 
DO YOU, HUH?” 


“AND SINCE THE 

G-E SERVICE MAN 

FIXED IT, WE NEVER 

HAVE ANY TROUBLE.” 
a” 

















“HAVE YOU TRIED 
G-E LIQUID WAX? 
IT’S WONDERFUL 
FOR PAINT FINISHES 

ON APPLIANCES.” aa 
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“| MUST HURRY 

» HOME! IT’S TIME 

F FOR FRAZIER HUNT 
wae ~60AND THE G-E 
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THIS “EXTRA! ( 
A THE CLEVELAND AND ST.LOUIS J 
MENT Me > OPEN NEW G-E 

. PRS OS a SERVICE CENTERS.” 






EZ 






‘MINNIE GOT 






“MY WIFE SENT FOR SOME TOO. 
SOME OF THESE BOOKLETS SAYS G-E 
— AND SHE SAYS THEY CONSUMERS 
INSTITUTE 









SURE ARE HELPFUL.” 





SURE KNOWS 


se THE 
by ANSWERS.” 
“Ee - 





pai 
Sr 


Atay ty 
BB) Te 









“PROPER CARE OF 
ELECTRIC 

APPLIANCES © 
1S JUST PLAIN 

HORSE SENSEI" 








A “t POSED FOR THIS 
mr) ON MY LAST FURLOUGH.” 





“IT'S JUST LIKE 
YOU, JIM! 
AND EVERYBODY 

SAW IT IN LIFE AND 
THE POST MAGAZINES.” 
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The man who can still 


get Taylor Instruments! 
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ci 
ON WARSHIPS ... AND MERCHANT VESSELS... ™ 
WITH THE ARMY ENGINEERS...IN HOSPITALS... ay ot [ 
IN ARTILLERY FIRING... IN CHEMICAL WARFARE nsti wments 
...IN AERIAL PHOTOGRAPHY. ..IN TESTING —_—_———— MEAN —————__ 
AIRPLANE MOTORS...AND IN WAR INDUSTRY. ACCURACY FIRST 
% KEEP ON BUYING U.S. WAR BONDS AND STAMPS * IN HOME AND INDUSTRY 
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If you are one of the fortunate dealers who 
have sold space heaters, water-heaters, and stoves 
equipped with “DL” Float Valves in the past, 
you already know of the ease with which these 
accurate and reliable valves may be cleaned and 

fo maintained—important these days when so many 
service men have been called away for work 
in war plants or to fight with our armed forces. 


Nearly seventy years’ experience in the man- 
ufacture of precision products for many indus- 
tries has given us the “know how” when it comes 
to designing and making controls for the oil 
burner field. 





In the future, when oil burning equipment is 
again available, be sure to look for the “DL” 
trade-mark on the float valve when you are de- 
ciding upon which line of equipment to sell. 


\ oil is Anmunition 


) use ir wisee”! 
| 









General Offices: DETROIT, MICHIGAN 


Division of American Radiator ond “Standard” Sanitary Corporation 
Canadian Representatives —Railway and Engineering Specialties Limited, Montreal, Terento, Winnipeg | | | 





DETROIT LUBRICATOR COMPANY << 
- 
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Because we're devoting all our time and energy to 
war production, we have nothing to sell you now. 
But there’s a great day coming—if every one of us 
gives “everything he’s got” to help win the war. 

Urge people to buy War Bonds—and then buy 
some more. Their War Bond purchases of today will 
provide funds for many things tomorrow. It’s then 
we'll want to talk to you about Roper ®) gas ranges, 
a product millions of American housewives will want. 


R c _—— 
are a 
D P< Range” booklet a OP eration of th 
£ - PER Sample Copy co ©S just that, € Gas 


Wr; 
n Vrite foe Sie 


tainj 
CORPORATION "Ng useful ing 
GENERAL SALES OFFICE AND PLANT: ROCKFORD, ILLINOIS rmMation, 


Haenigsen 
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WITH 7 so.uTion / 


=. 
y= 
The problems: 
1—to help Bissell owners keep their sweep- ABOUT FIRST AID FOR Mp ANSWER IS: FOLLOWING THESE SIMPLE 
ers sweeping till victory is won, and... PORARILY aides edie oneal ° lites ae py m4 parece 
2—to keep Bissell’s name and reputation be- 
fore the public, now Bissell is busy with war work 
and Bissells are temporarily off the market. 





The solution: 


“service” advertising done in Bissell’s inimi- 
table style—appearing in Good Housekeeping, 
Ladies’ Home Journal, McCall’s, Woman’s Home 
Companion—telling your customers Bissell’s 
simple rules on sweeper care. In addition, we 
offer a free booklet, ‘The ABC of Bissell Care 
and Repair’. 




















SAYS FIRST RUL “EMPTY SWEEPER | “CUT RAVELINGS, CLEAN BRUSH. ADD 
TER EACH USE” INSTRATES WITH ONE DROP OF OIL A MONTH. AND THATS | 
-EMPTYING “BISSEDK” THEN SAYS: | ALL YOU DO TO KEEP BISSELL SWEEPING! 





The result: 





Bissell’s reputation and public preference are 


SY 
maintained in the public mind so that later on, when } k | S 5 7 LL § W t E Pp E a S 


“Bissells” are again being made, “‘Bissell’’ will con- 
tinue, as always, to be the sweeper with the quickest ec Sweep QUICKLY ~ Empty EASILY 


turn-over and surest profit for you. 


BISSELL CARPET SWEEPER CO. 


GRAND RAPIDS, MICHIGAN 


RNING: Bissell has no “house-to-house” repairmen. See your 
er or write—Bissell Carpet Sweeper Co., Grand Rapids, Mich. 
Free booklet—‘’ ABC of Bissell Care & Repair’’—on request 
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MAINTAINING 
FARM PRODUCTION 





A farm without water is a farm out of business. When 
necessary for maintaining farm production, thousands of 
farmers can still secure the world renowned MYERS Hand 
& Windmill Pumps—whether for new installation or for 
replacement of wornout equipment. The many preferred 
MYERS features still mean good business for you. Drop us 
a line and either a factory representative or the MYERS 
jobber in your territory will bring you full information. 
Extra cylinders are now classified as repairs 


and are available in quantities sufficient to 
take care of all needs and without rationing. 





PUMPS ) HAY UNLOADING 


WATER SYSTEMS § & ee Hat-2 TOOLS 
SPRAYERS } ‘w ERS |. ob DOOR HANGERS 


PUMPS WATER MY, MAY 


THE F. E. MYERS & BRO. CO. 


132 Orange Street »* ASHLAND, OHIO 
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ANYONE 


WHO HAS A 
UNION | 
CHISEL Le 








Tough, stay-sharp | 
= 

blades and properly 
fitted handles make \ 

( 


users of UNION 











chisels want more of 
the same. They'll be 
glad to know of other 


— UNION tools, so hand 
og 

a 8% them UNION every 

<4 time. 





HARDWARE COMPANY 
GZS EWViGw IY 


REC.U S.PAT OFF ESTABLISHEO (854 


TORRINGTON, CONN. 


NEW YORK OFFICE ISiI CHAMBERS STREET ( 
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TEN SIZES — lengths from 7” to 24" comprise 
the standard Millers Falls line of bench planes. 
Each serves a special purpose: short models for 
finishing broad, flat surfaces, reaching into the low 
spots; jack, fore, and jointer models are progres- 
sively longer, for increasing degrees of straight, 
smooth cutting. Long service life and excellent per- 
formance result from three exclusive features: three- 

int bearing lever cap, solid tool steel cutter, and 
perfect-fitting cutter cap. Your Millers Falls plane | 
is the product of many man-hours of work, many 
decades of tool making experience. Take care of it 
-., treat it as the valuable productive tool it is. 














18 ELECTRIC drills make up 
the present Millers Falls line; 
Model No. 314 (Illustrated) is ideally 
suited to countless jobs in comune 
plumbing, woodworking, heating and 
ventilating, and general maintenance 
work. Powerfully motored to sink 14” 
holes in mild steel at 2” per min t10 
volts AC or DC. No-load speed 2750 
r.p.m. Key chuck. Working parts 
chrome nickel steel. Lever feed stand 
makes it an inexpensive, histones: 
formance drill press for home or shop 














and 






* 

me _ oe 

E ARE 160 kinds, styles, 
sizes of Millers Falls precision tools — 
-glipers, dividers, microm 
= e ‘‘feeler’ 


armed 
ment in proper \ 
ination, these nine le 
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QUALITY 
% 


... but it’s the work 
they do that counts 


Steel is a critical war material. There are two 
ways to conserve it. One is to use less. The 
other is to make it do more work. 

Consider a Nicholson or Black Diamond 
file. It contains no more steel than an in- 
ferior file of the same size, kind and weight. 

But, compare the number of efficient file 
strokes the user can get from each, and the 
quality product will outlast and outperform 
the other every time—usually by a wide margin. 


NICHOLSON FILES secerrnns 


CONSERVES 


THEY WEIGH THE SAME 


FILE 


__N\ 





Every conscientious hardware man can 
render his country-at-war a worthy service 
toward conserving precious steel by recom- 
mending and selling his customers files that 
deliver the utmost service. 

Files are recognized as essential tools for 
keeping America’s farm, repair and other in- 
dustries going. Never have you had better 
reason for handling and urging the use of the 
best in the land. Work closely with your job- 
ber toward keeping up your needed stock of 
Nicholson and Black Diamond brands. 


NICHOLSON FILE CO. « PROVIDENCE, R. |I., U. S. A. 


(Alao Canadian Plant, Port Hope, Ont.) 


MADE IN U.S.A. 
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‘| STEEL or PLASTIC 


FEDERAL TYPE 210-B KNOBS 
ROUND SEAMLESS STEEL or PLASTIC 





13," or yw 
STEEL or PLASTIC KNOBS 








SOLID BOLT 9/4" x !/." 





| 
| 
FEDERAL TYPE 150-151-150A | 
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\ DEXTER-TUBULAR 
§Wxag 15/,4"" DIAMETER 
ENTIRE UNIT STEEL &) 








ae BACKSET 2!/." ———>4 


You're Safe, Selling Dexter-Tubular 


Conforms with Federal Specifications on War Housing 
Complies with W.P.B. Regulations Issued in War Housing Manual 


You can't go wrong selling Dexter-Tubulars. Measured from any standpoint 
— Government regulations — profitable sales — customer's satisfaction — 
you're sure with Dexter. The “Drill-Hole"” technique using the Bit-Guide 
speed tool reduces installation in a ratio of 3 to |. This is a potent sales 
clincher for it means saving vital carpenter time. Lifetime Warranty eliminates 
any question of sub-standards or substitution. Through and through, you will 
find Dexter-Tubular right. 


So satisfy all three —the Government — your customer — yourself — sell 
Dexter-Tubular. Send for revised "Commander Line" catalog. Yours without 
obligation. Write today. 


wit 





DEXTER-TUBULAR 
Saves Important Man Hours in War Economy 


REQUEST YOUR COPY FROM 
NEAREST W.P.B. OR FMA. orice WHAT IS AVAILABLE TODAY WITHOUT PRIORITY... 
Cabinet Hardware and Dexter-Tubulars illustrated in the regular catalog are, 


Published by the United States Gov- : : 7 F ‘ 
in many instances, still available. Lines are broken — you may not find the 


ernment, effective as of December |!2, 


we ae ey See finish or design desired — but we will advise you of the closest alternates. 

maximum specifications on all critical * z oe # age 

building materials. Here is an official Remember — available without priority while existing stocks last. As always, 
Aged sore gr Y 

volume thet tells you whet le available we are here to co-operate and serve you — don't hesitate to ask... 


for building; NOTE—Tubulars are 
always optional and Dexter-Tubulars 
conform in every detail. You may pro- 
cure a Ccopy—without cost. Apply W.P.B. 


i iona rass ompany. S 
“mie Naronst toe corre National Brass Company, Mfrs. 
GRAND RAPIDS, MICHIGAN 


Builders Hardware 
QR Cabinet Hardware 


Screen Door Hardware 
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Black Markets 
For Hardware:— 
Every week, for the past 
several months, buyers repre- 
senting wholesale hardware 
houses have visited our offices 
in New York City and have 
told us of “black markets” for 
hardware and tools. These 
merchandise bootleggers ap- 
parently operate in New York 
City, Chicago and other major 
cities. To date, no member of 
the HarpwarE AGE staff actu- 
ally knows a_ specific black 
market source for any hard- 
ware store lines, but we have 
no doubt as to their existence. 
For the record, it should be 
stated that, to our knowledge, 
none of these visiting whole- 


salers have been inclined to 





buy from such sources—not 
alone for the moral or legal 
aspects but very largely be- 
cause such illicit purveyors of 
critical goods are asking, and 
perhaps getting, exhorbitant 
prices. One buyer told us of 
an item his house sells (now 
under OPA price ceiling) for 
$3.75 per dozen. A “black 
market” outfit which, he says, 
he stumbled upon quoted him 
$7.50 per dozen and apparent- 
ly there was an ample supply 
available at that price. The 
buyer didn’t buy and the seller 
merely shrugged his shoulders 
and stated that the buyer could 
“take it or leave it.” Being old 
enough to remember the pro- 
hibition era, its ““speakeasies” 


and liquor bootlegging on a 
huge scale, we can realize that 
all kinds of hard-to-get com- 
modities, invite racketeering 
because of the easy profit pos- 
sibilities—but where do they 
get the merchandise? 


Where and How 
Do They Get [t?:— 
Forgetting, for the moment, 
the patriotic, moral and legal 
angles of “black markets” that 
sell critical hardware and tools 
we are genuinely concerned 
with the question as to where 
and how do these operators 
get the merchandise? Did 
they acquire it before the time 
of priorities and scarcities? 
Have they bought up job lots 
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here and there? How much of 
it have they obtained? Was 
any of it stolen, or is there 
widespread and well organized 
cheating going on in our indus- 
try? Buyers with whom we 
have discussed this problem 
are amaged at the apparent 
large quantities of first class, 
branded merchandise that ap- 
pear to be available. They also 
express surprise at the ease 
with which they “stumble” 
onto such establishments and 
the equal ease with which sim- 
ple self-introduction, business 
cards, etc., lead to a ready will- 
ingness to do business. It 
incredible to believe 
that reputable manufacturers 


seems 


would be knowingly and will- 
ingly shipping bootleg ship- 
ments to “black market” oper- 
ators when, on all sides, they 
are unable to adequately serve 
their legitimate, long-time dis- 
tributors because of the pres- 
sure of war needs production 
utilizing the major part of their 
producing facilities. 


Post-War Buying 
Habits for 
Jobbers:— 

There is another angle to 
this situation. It has, 
ever, no bearing on “black 
market” More 
wholesale hardware buyers are 


how- 
operations. 


out of their offices seeking 
goods than ever before. You 
meet them in many places. 
They are seeking goods that 
are hard to get and are search- 
ing all known markets for 
salable substitute lines. Many 
of these substitute lines will 
remain as a regular part of the 
wholesale-retail hardware dis- 
tribution picture. In the post- 
wholesale 
buyers may continue to travel 


war period, many 


in search of new goods instead 
of waiting for some manufac- 


turer to bring samples and 
price lists to wholesale head- 
quarters. Routine buying of 
many staple lines will, of 
course, be handled in the tradi- 
tional way but, with the many 
new kinds of goods, new mate- 
rials, ete., in the post-war era, 
the smart wholesale buyers are 
going to seek out new lines, 
help introduce them and be in 
the early group to offer such 
That is the 
way the mail order and chains 
operate and in 


goods for sale. 
recent years 
quite a few wholesalers have 
followed that procedure in 
their efforts to keep their deal- 
er-customers competitive both 
More of 


probably 


on price and variety. 
them should, and 
will. make this a regular busi- 
habit 


ness when the war is 


over. 


Will USA Follow 

' . 

Canada’s Lead and 
Freeze All 
Business? :— 

On November 1, 1942, Can- 
ada froze all business as a war 
measure. The complete details 
were told on page 22 of the 
December 24, 1942 issue of 
Harpware Ace. Briefly, this 
particular Canadian law pro- 
hibits the starting of any kind 
of new business and prevents 
manufacturers, 
and retailers from expanding 
into lines of merchandise or 
services not in operation on the 


wholesalers 


date mentioned. Occasionally. 
rumor has it that the United 





Latest News on 
PRIORITIES 
and 
WAR-TIME ORDERS 
on page 53 





States Government may short- 
ly pursue the same policy for 
the same reasons that impelled 
Canada to take this step viz: 
to conserve materials and man- 
maintain a 
greater degree of stabilitv for 
those engaged in trade and in- 
dustry. The only exceptions 
in Canada are by special per- 
mission of the government 
and, it is said, such permission 
is not easily obtained. Wheth- 
er or not the United States will 
follow suit with this particu- 
lar rigid restriction is impos- 
sible to predict, but it is likely 
that if any such move is made 
it will come rather suddenly 
and without much warning. 
Washington opinion is not con- 
clusive on this subject and it 
should be realized that such a 
law is a possibility under war 
stress. For that both 
wholesale and retail hardware 
distributors should not  pro- 
crastinate in their plans for 
adding substitute lines and 
new merchandise to help main- 
tain their volume. 


power and to 


reason, 


Memphis Convention 
Storvy—Next 
Issue:— 


By the time this 
reaches our readers the Mem- 
phis convention will be over. 
The program promises some 
very worth while discussions 
by OPA and WPB officials— 
largely by men borrowed from 
the ranks of the hardware in- 
dustry, men who know the 
kind of information other hard- 
ware men require. We believe 
the story of this war-time gath- 
ering of hardware producers 
and distributors merits the 
earnest reading attention of 
hardware man. The 
first complete story will be 
told in our next 


April 29, 1943. 


Issue 


every 


issue dated 
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He has that 
friendly Store 


on Main Street 








yee lady waiting for a bus on a rainy day feels that she is 
welcome to the shelter that the friendly hardware store 
affords. She knows, too, that there is no high-pressure selling 
here —- although there’s advice and aid a-plenty when she comes 
into the store to buy. 

Here, undoubtedly, is a reason for the high standing of the 
hardware store in the community: sincerity -—— sociability — 
salesmanship. Perhaps also, this is a reason why, in these days 
of shortages, the merchant can add non-hardware items to his 
stock and succeed in making sales. His honest reputation has 
paved the way for new business where high-hat stores might 
have failed. 

We admire this spirit and have ever keyed our ILCO Products 


to the same idea of friendly service and sincere quality. 


PD-1X Preference Rating Application Form will help wholesale and retail 
sales organizations to obtain priority assistance on certain essential types of 
supplies. We will gladly aid you toward interpreting priorities and early 


delivery of supplies for essential sales. 4 


Independent Lock Company 
Fitchburg, Massachusetts 
Branches in All Principal Cities 

















m £8 


lz ‘ . 


SECURITY HARDWARE BY ILCO HAS GONE TO WAR 
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“Trading P 





Peoples Hardware calls attention to the ‘trading post’ idea 
with the large sign shown above the spring goods display. 


SED 


in good condition is in greater de- 


merchandise 


mand than ever before. This is 
due primarily to the fact that pro- 
duction has been stopped on many 
items used for business or house- 
hold purposes. Peoples Hardware. 
operating 14 stores in Washington, 
D. C., and the vicinity, has real- 
ized the demand for this type of 
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merchandise. And in order to get 
more of it out of attics and cellars 
and into the hands of those who 
can use it, the firm has been con- 
ducting “trading posts” at each of 


Window 


advertisement and a 


its branches. displays, 
a display 
classified ad have been used to 
advantage in publicizing the idea. 

Samuel Del Vecchio, 
manager, in speaking of the plan, 


general 


says. “People bringing things in 


are mostly in the lower income 
class and quite a few young boys 
bring in used goods. We won't take 
anything that can’t be recondi- 
tioned and resold by the branch 
receiving it. We're definitely not 
in the junk business and won't 
take anything having a really sani- 
tary angle. A high percentage of 
the customers bringing in accept- 
able used items will buy merchan- 
dise with the proceeds and some 
people follow the suggestion that 
they buy war stamps or bonds with 
the proceeds. This, of course. does 
not apply to the youngsters. Our 
‘trading post’ idea has been most 
successful in our suburban stores 
and in our metropolitan stores lo- 
cated in communities patronized 
by the middle classes. Our stores 
in the fashionable, higher income 
districts have not experienced 
much activity in the used goods 


field. 


Resold by Branch Stores 


“Most of the merchandise taken 
in by the various branch stores is 
resold by those branches, thus 
eliminating unnecessary handling. 
The one big exception to this gen- 
eral policy is the transfer of baby 
strollers and carriages to a store 
primarily serving a colored dis- 
trict. 


get people into our stores so they 


Since the basic idea is to 


can see that we still have a large 
variety of merchandise. we won't 
visit homes to make estimates even 
on large items.” 

The newspaper ad, 7 in. high 
and two columns wide (3% in.) 
showed customers going into a 
Peoples Hardware Store “trading 
post,” and saying “That’s a Good 
Idea!” The ad offered “highest 
cash prices” for “your discarded 
household appliances.” It further 
stated. “Yes, that’s a good idea! 
Convert your old household appli- 
ances into cash. You can gel 
extra money. Someone gets a much 
household 
benefits. 


needed appliance. 


Everybody You, some 
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ys Real Traffic to Peoples Hardware 





neighbor and Uncle Sam.” Spe- 
cifically mentioned as items espe- 
cially wanted were: electric appli- 
ances. irons, vacuum cleaners, 
room heaters. stoves, ranges. tools. 
pliers etc., electrical supplies, ice 
cream freezers, tire pumps, jacks, 
screen wire. lawn mowers. galvan- 
ized ware, ash cans, tubs, pails. 
step ladders. children’s _ bikes. 
scooters, floor polishers. wagons. 
skates, baby strollers, kitchenware. 
hobby tools, garden tools, alarm 
clocks, fans and baby carriages. 


Lists Desired Items 


\ window card used in all the 
stores called attention to the trad- 
ing post, listing the types of items 
desired and_ stating in part. 
“Search your attic and cellar. We 
will buy practically anything. Con- 
vert your discarded items into 
cash. Buy War Stamps and 
Bonds.” Illustrated is a spring 
goods window, at store No. 1, 
showing the “trading post” win- 
dow card. 

In commenting on the part of 
the individual branch stores in the 
company’s plan, Mr. Del Vecchio 
says. “Our managers have been 
instructed to buy anything that 
can be sold at a profit. The field 
is unlimited. The managers must 
be good ‘horse traders’ and must 
appraise used items from the 
standpoint of how much they will 
bring after they have been recon- 
ditioned. Each finished item is 
tagged with cost and selling price. 
And in order to stimulate our 


(Continued on page 42) 
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Washington, D. C., firm buys and 
sells used goods and does good 
business in lower income areas 





\! 











& 


HIGHEST CASH PRICES 


Paid for Your Discarded 
Household Appliances 


Yes, that’s a good idea! 

your old household ooetente take 
pone - You get extra money. Some- 
one gets a much needed household 
ppliance. . Everybody benefits: 


ou,. i 
fom some neighbof and wWncle 


ITEMS WE ESPECIALLY WANT: 


Electric Appliances Tire Pumps, Jacks 














Wagons, Skates 


Irons Screen Wire 

Vacuum Cleaners Lawn Mowers ie ae 
Room Beaters Galvanized Ware Kitchen Ware 
a. 2 Ash Cans, Tubs, Hobby Tools 

, Ranges Pails Garden T 
Tools, Pliers, etc. Step Ladders Al a 
Electrical Supplies oo aoa, arta — 
cooters ‘ 
Ice Cream Freezers Floor Polishers Baby Carriages 


PEOPLES 


NORTHWEST 


2475 18th Street 
3655 Georgia Ave. 
%*%3511 Conn. Ave. 
#5021 Cohn. Are. 
1311 Seventh St. 
wi717 Georgia Ave. 


NORTHEAST 
% 1434 Florida Ave. 
2109 R. I. Ave. 
SUBURBS 
Colmar Manor, Md. 
%3827 Baltimore Bivd., 
Mt. Rainier, Md. 
4008 34th Street, 
os Astingten, Va. 
. 727 Wilson Bivd.. 
SOUTHEAST #3241 Columbia Pike 
*3843 Alabama Ave. *&FREE PARKING £7000 Wis ye 
. e. 


WEW STORE HOURS: 8:30 a.m. to 6 p.m.—SATURDAYS 8:30 a.m. te 8 p.m. 


















This advertisement, used in a Sunday newspaper. described the idea 
in detail. Much of the copy was used in the stores’ window cards. 








Three Things That Build Sales | i: 


\ ' k have sold din- 


nerware and glassware for about 
14 years. Our town has a popu- 
lation of about 3500, plus tem- 
porary residents numbering LOOO 
at the University and the State 
Institute. 
ware are so profitable that we 


Dinnerware and glass- 


plan to open a basement display 
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JOUR 


114 BPIECE 








i ilt- isplay of 
This built-up disp 
attracted the passersby. 


dinnerware and gl 
A manufacturers ¢ 








sware on a white base 


ne he background. 


ard is int 


Adequate selection of patterns 
and sizes, frequent window dis- 
plays and clean stock help to 
create business in these lines 


room when restrictions are lifted 
on the use of the necessary mate- 
rials. Right now, we are using 
space formerly given to the dis- 
play of certain metal housewares 
which are no longer available. 


Most china. pottery, glass and re- 
lated lines offer a 40 or 50 per 
cent discount. With care. losses 
from breakage can be kept to a 
minimum. 

Dinnerware and glassware are 
as easy to handle and sell as any 
other goods you offer. Select lines 
of well-established manufacturers 
because they guarantee and stand 
back of their product. Most of 


these standard lines are open stock 


numbers so that replacements can 
be had for years after the first 
sales are made. Another advan- 
tage is that up-to-date factories 
making these lines issue catalogs 
which provide a constant source of 
more sales ideas, which make the 
handling of the merchandise easier 
for the dealer. 

There are, I think, three main 
points to consider in the handling 
of chinaware, glassware, etc. First: 
have a good selection of patterns 
and sizes. Our principal dinner- 
ware line includes 28 designs and 
the most popular sellers are of- 
fered in several set sizes. Our best 
seller is the 32-piece set and the 


HARDWARE AGE 


a © 





This display was installed for Christmas and was continued after 
the holidays. The white background emphasizes the immaculate stock. 


-piece set being next in impor- 
tance. We also have 53. 66 and 
100-piece sets. Our prices on 
these sets start at $3.45 for a set 
in pastel shades up to as high as 
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$31.95. When we get calls for 
finer grades at higher prices these 
are handled on a special order 
basis, since our stock is limited to 
the faster moving lines. 





By MILFORD W. HOWE 
Canton, N. Y 


Frequent window displays are 
the second most important point. 
People will get the idea of what 
you are selling through your dis- 
play windows—the “eyes of your 
store.” Displaying these lines in 
your windows is no trick because 
a few rolls of crepe paper can be 
used to work wonders. Generally 
speaking. white is the best base or 
background for china since it is 
usually used on white tablecloths. 
For glassware. the best background 
or base is blue for this color makes 
glassware sparkle and shine in 
fine style. 

Although many stores display 
just a cup and saucer, plate and 
bread and butter plate. this plan 
should only be used where space 
is a big problem. When you show 
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many different patterns together 
the result is confusing to the eyes. 
Prospective customers also like to 
see all the pieces they are getting. 
While visiting department stores, 
I have watched the reaction of 
others to displays of complete sets 
versus showings of just a few 
pieces of numerous patterns. The 
greatest attention has always been 
attracted to the displays of com- 
plete sets. 

The third main point is having 
clean stock. Men won’t notice dust 


so quickly, but women will spot it 
every time. We use a little trick 
to keep dinnerware clean—wrap- 
ping all but one plate in Cello- 
phane. The unwrapped plate is 
left on top as a sample and the 
other pieces show through the 
Cellophane almost as well as if all 
pieces were uncovered. Cups, 
saucers and larger pieces are not 
covered. However, the exposed 
pieces are constantly cleaned and 
when we freshen them up, with a 
damp chamois skin, we rearrange 





Large Quantities of Colored Glassware 
Attract More Attention and Sales 


YOLORED glassware attracted 
_A more attention and more sales 
when large quantities were shown 
on tables in Cussins & Fearns Co.’s 
Newark. Ohio. branch store. This 
line is also one that sells well the 
year around and is promoted con 
sistently in window and interior dis 
plays as well as in advertising. 
The line usually is presented on 
tables which are located toward the 
front of the store. Women customers 
will normally stop and look at the 
display even though they may not 
make a purchase at the time. The 
arrangement of the ttems on the 
table is changed frequently, in ordet 
to give the display a new and fresh 


appearance, a very important factor 





where the store’s principal business 
comes from repeat customers. 
Arrangement of glasses on the 
display table is important. Step-up 
units are used on the top of the 
table while glass shelf units, which 
bring some of the merchandise to 
eye level, are used through the cen- 
ter. Ordinary window glass placed 
between tiers of glasses makes it 
possible to show more merchandise 
and construct a more impressive dis- 
play. Water pitchers and glass cake 
covers, all bulky items, are featured 
on the center high glass shelf unit. 
This excellent display 
pleted by the addition of a medium 


is com- 


sized price card located just a little 


helow eve level. 


The line receives plenty of attention but this firm stimulates new 
interest in it by changing the table’s location from time to time. 
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the display in a different manner. 

It is a good idea to change the 
positions of your sets, from time 
to time. One day I overheard a 
woman commenting to another. 
‘Why that is the same set they had 
here a month ago.” This set and 
others had been in the store be- 
fore but we had rearranged the 
location of other sets so that she 
hadn’t noticed the difference. This 
is important to consider for you 
could lose a sale on one of your 
most popular because 
some customer thought it had 


patterns 


been around too long and that no- 
body else wanted it. 

One of the best display invest- 
ments we ever made was the pur- 
chase of small wire display racks 
to hold plates upright. Some of 
these have extra wire supports to 
hold another plate or platter above 
the first one. In addition, we 
fashioned some holders for ser- 
vice plates out of No. 12 wire. 
We use these holders on tables 
and in window displays. You can 
keep plates from slipping by the 
simple expedient of nailing down 
a small cleat along the back of a 
shelf or wall case. Display cards 
and window cards and advertis- 
ing mats can be obtained from 
manufacturers for advertising 
these lines. Be sure when you 
order stock to ask for these dealer 
helps. 


Attractiveness Means Sales 


There is something fascinating 
about unpacking beautiful china 
and glassware. One can take pride 
in scintillating store displays of 
pastel shade dishes. Some of the 
inexpensive vases. priced at about 
a dollar, are marvellously colored 
and so finely finished that they 
immediately attract the customer’s 
attention. And remember when 
vou attract the customer’s atten- 
tion sales are half made. 

Try your hand at selling china. 
glassware and related items. With 
an investment of about $200 you 
can have a fairly representative 
stock of dinnerware. For less than 
half that amount you can start off 
in the glassware business. Inves- 
tigate these lines today and enjoy 
the extra profits that will come 
your way. 
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erve-Yourself Wallpaper Department 
Saves the Salesmen’s Time 





More than 300 patterns of wallpaper are displayed in this serve- 
yourself section. It is located on the second floor of the store. 


Valmassei Bros. displays 
more than 300 patterns 
in this unusual section 


OME time ago Val- 
massei Bros. Hardware of Monroe, 
Mich.. created a_ serve-yourself 
wallpaper department. The firm 
found that this section saved a lot 
of time for salesmen, an important 
consideration today, and also that 
customers when selecting material 
of this type, will and really prefer 
to wait on themselves. 

In developing this idea, the 
owners knew that before it would 
work successfully the wallpaper 
display had to be arranged so that 
the customer could practically sell 
himself. This fact was taken into 


APRIL 15, 1943 


account when planning the second 
floor department. 

Every pattern carried was placed 
on display and the roll price was 
shown on each pattern. This en- 
abled the customer to figure the 
approximate amount of money 
needed for his job. 

Valmassei’s, also found it a 
good plan to have papers for dif- 
ferent rooms,such as bedroom, din- 
ing room, kitchen, and bathrooms, 
arranged together. Each group of 
papers was clearly — identified. 
Usually this information was given 
on an attractive show card. All of 
these factors made it easy for the 
customer to wait on himself. 


At first, some tact on the part 
of the salesman was required to 
help the customer to help himself. 
The salesman showed the cus- 
tomer to the display, pointed out 
the various types of papers, and 
invited him to carefully examine 
the stock. If other customers were 
waiting downstairs, he asked to be 
excused but emphasized the fact 


(Continued on page 78) 
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The 


of this club is to 


purpose 


exchange ideas and information. 


Take part by 


suce 





submitting your 
essful ideas for publication. 
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“What Do You Know?’ 


ES. what do you know? 


Well, vou'll be able to 

find out if you take part in 

the new monthly “What Do You 
Know?” contest to be sponsored 
by your Retail Sales Idea Club 


You will 
find this quiz mighty interesting. 
helpful and real fun. 


for the next six months. 


There are larger, more attrac- 


live prizes, too. Cash and War 
Savings Bonds will be awarded 


and they are really worth while. 
This is one reason why you will 
want to participate. 


In order to make the contest 
really interesting, one month a 
$25 War Saving Bond will be 
given to the person submitting the 
hest paper. The next month a 
total of $20 in cash prizes will be 
awarded to four winners. First 


prize of $10, second prize of $5, 
third prize of $3 and a fourth 
prize of $2 will be paid. 

These two schedules of prizes 
will be alternated. Prize money in 
one case will go to one winner, in 
the other it will be split among 
four fortunate members. 
you to 


There’s no chance for 


become confused on the prize 
money. The prizes to be awarded 
in each contest will be clearly set 
forth each time. 


Winners 


usual and pictures of the lucky 


will be announced as 


person or persons will be pub- 
lished How- 


ever, correct answers to the ques- 


whenever available. 


tions will be published instead of 
the winning entries. 

And. here’s all you have to do. 
Five simple questions will make 
up each month’s 
contest. You fig- 
ure out the cor- 
rect answers and 
send them in as 


your contest en- 


try. Be sure that your name and 


address and the name of your 


firm appears on your paper. Read 
the simple contest rules carefully. 


“ST 


(Juestions will have to do with 
operations and management of a 
retail hardware store. They will 
cover all phases of this job. You 
will already know some of the an- 
swers to these questions, others 
you will be able to figure out 





April Contest 


“What Do You Know?” 


Win a $25.00 War Savings Bond 


By Answering These Questions Correctly 


1—Which is recognized as better procedure, to wrap pack- 


age first, then collect and 


2—Write the following 


record the sale, or vice yersa? 


merchandise cost prices in code: 


(a) $5.50: (bh) $2.37: (c) 69c.: (d) $44.40. Use the fol- 
lowing code: 
BLACKHORSE a & 
12345607896. Repeaters 


3—Give several reasons why it's good store practice to in- 


corporate the date of receipt of merchandise on price tickets 


or tags or on the goods themselves when marking merchandise. 


1—Can you suggest 


several ways 


to show this informa- 


tion in code as a part of the price ticket data? 


5—How can you impress customers with the importance of 


a special sale event? 


Send in Your Answers— 


Win a $25.00 War Savings Bond. 


CONTEST RULES 


Harpware Acer will give a $25.00 
War Savings Bond for the best paper 
submitted in answer to the above ques- 
tions. Entries must be received not 
later than May 3, 1943. The winner 
will be announced and correct answers 
to questions published in the May 27 
issue of Harpware AGE on the Retail 
Sales Idea Club pages. In case of ties, 
duplicate prizes will be awarded. De- 
cisions of the editors will be final. All 
material submitted becomes the prop- 
erty of Harpware AcE. 

1--Just write your answers to ques- 
tions on a sheet of paper and mail to 
Harpware Ace Retail Sales Idea Club, 


100 East 42nd Street, New York, N. Y. 

2—Be sure your own name and ad- 
dress is written on the paper, as well 
as the name of your company. 

3—Write the name of the contest— 
April “What Do You Know?” Contest 
on your entry. 

t—Only individuals who have regis- 
tered for membership in the HARDWARE 
Ace Retail Sales Idea Club are eligible 
to participate in this contest. If you 
are not a member, you can become one 
by filling in the simple registration 
form shown on these club pages and 
mailing it to the Club. There is no cost 
for membership. 
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from your experience. Some of 
the questions may stump you. 
Your employer will, no doubt, be 
able to assist you on the tough 
ones. 

Many of the answers to the 
questions will be found in current 


* 
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and past issues of HARDWARE 
Ace. So read every issue care- 
fully. Keep your copies handy for 
future reference and use. 

Are you going to participate? 
Better plan to do it and find out 
just what you do know. 


* 


FOR EACH OF THESE IDE AS $1.00 WAS PAID 


Idea Saves Time 
“Mixing water paints by the 
wooden paddle method usually 
took up a lot of the painters’ or 
householders’ time. We hit upon 
the idea of using a regular egg 
beater to mix this paint and sug- 
gested the idea to customers. 
First, we proved to ourselves that 
the job could be done with a regu- 
lar egg beater. We discovered, 
much to our surprise, that a bet- 
ter mixing job resulted and that 
it could be accomplished in about 
three-fourths of the time normally 
required by the paddle method.” 

RyMer Law 
Francis Hardware. 
Grantsville. W. Va. 


Copy this form on a penny 
post card if more than one 
form is necessary. 


Made Their Own Key Holders 
“We had been out of key hold- 


ers and couldn't purchase any. 
We took a small spring snap and 
riveted a piece of half-inch raw- 
hide to it and then put a key ring 
on it. These are even stronger 
than the ones we purchased and 
our customers are glad to be able 
to get them.” 
LenA Day 
DeV ore Hardware Co., Inc., 
Monongahela, Pa. 


You receive $1.00 for each idea 
considered worthy and accepted 
for publication. Watch these 


pages of successful ideas. 


side of our show window and 
group other related house furnish- 
ing items around them. We put 
a large price sign “3 Cents per 
Dozen’ on the pins. This stops the 
ladies and many come in to buy. 
We do not have them counted in 
advance but put them up as 
ordered. This gives the ladies time 
to browse around and they pick 
up other items which they did not 
intend to purchase when they en- 
tered the store.” 

LEONARD NELSON 

West Side Hardware Co.., 

Elgin, Il. 

a & ® 


Painted Signs Stay Fresh 


glass 


“Signs painted on window 
with show card color are often 
washed off by rain. A good way 
to prevent this happening is to 
make the outline on the outside of 
the glass and then paint it on the 


inside of the glass. Your painting 


will always be fresh looking and 


xk k * 
can be left on for two or three 


Helps Create Extra Sales naliy 20 cium? 
LENA Day 
De Vore Hardware Co.. Ine. 


Vonongahela, Pa. 


YOU PAY NOTHING 
Any Retail Hardware Employee May Take Part 


“About six times a year, we 
place a jumbled heap of common 
clothespins in the center or to one 


REGISTRATION FORM 
HARDWARE AGE 


Retail Sales Idea Club, 
100 E. 42nd Street, New York, N. Y. 


| hereby register for membership in the Hardware Age Retail Sales Idea 
Club. | am a reader of Hardware Age and would like to take part in the activ- 
ities of this club, as often as | can. 


Name 
Firm St. 
City. State 


| am submitting the following idea which may be of interest to other mem- 
bers of the club. 








By BRIANT SANDO 


Sales and Advertising 
Consultant 


T is no longer difficult 
to find a desire for goods. The 
main problem for the retailer is 
to find enough goods to fill the 
public’s desires. You don't have 
to whip up high-pressure sales- 
manship these days but you do 
have to know how to handle the 
consuming public, how to sell tact- 
fully, how to make them feel satis- 
fied and ready to come back to 
your store instead of somewhere 
else. 

Thus, in spite of war and scarci- 
ties, you can’t afford to neglect 
sound principles of salesmanship. 
In fact, conditions are changing 
so rapidly that most stores will 
have to display more imagination, 
exercise more initiative, and work 
harder in every way than ever be- 


fe pre. 
Needs Are Changing 


Not only business conditions are 
changing. So are the needs and 
wants of people. So are the mate- 
rials from which many civilian 
products can be made. Many sub- 
stitutes are being used, many syn- 
thetic products are being marketed 
and more are coming. Science is 





32 






“Many articles sold in every store naturally go together— 
like ham and eggs, pork and beans or cheese and crackers.” 


working in research laboratories 
day and night all over the world. 
For example, door knobs used to 
be made of brass, bronze, steel 
and iron. The last one I saw was 
a plastic, made from _ coffee 
grounds! The’ more you know 
about such changes, the better you 
can handle them. 

Markets also are being changed 
by great shifts in population. 
Store hours and shoppers’ habits 
are changing along with trans- 
portation and delivery difficulties. 
On stocks and quantities and 
prices, many measures of govern- 
ment control must be expected to 
continue far into the future. 

Store organizations will have to 
be rebuilt and retrained. Men will 
have to be replaced with women 
wherever possible. Many people 
who have had little or no contact 
with the public will now have to 
become clerks and salesmen. This 
won't be easy! 

All these changed conditions re- 
quire changed thinking and plan- 


ning—and there is no use to hold 
back and try to escape it. Those 
who get ready and meet changes 
half way will fare best. 

All new help will have to be 
trained that better selling means 
better profits. For example: 


Increase the Amount 


When you advertise, you do it 
to attract trade. But, once the cus- 
tomer enters your store, you can 
shift your main interests to in- 
creasing the amount of his pur- 
chases. 

The problem no longer is how 
many customers but how much 
and how often can you sell each of 
them. 

How do you go about this? 
Certainly not by mere mechanical 
order-filling, like a slot machine 
or a robot. Certainly not by wait- 
ing for the customer to “think” of 
other things he may need or want. 

Instead, every salesperson should 
be well acquainted with the widest 
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or | Better Profits 


possible variety of stocks. Then 
you can sell them skillfully and 
also lead each sale on to some 
companionate or related item. 

Also, by using some animation 
and initiative you can develop 
more business by guiding the cus- 
tomer along these four paths of 
profit: 


1—Sell Better-Quality 
Merchandise 


You are helping the customer as 
well as yourself when you stress 
the better grades of merchandise 
instead of “the cheapest.” This 
not only increases the amount of 
sale but also (a) it increases your 
profit, and (b) it increases the 
customer’s satisfaction. 

In order to “switch” price- 
minded customers to quality mer- 
chandise, you need to sound con- 
vincing. You can do this best by 
being enthusiastic and by know- 
ing your product from A to Z. 

If something is good, why is it 
good? How did it get that way? 


Concentrate on better quality, 
companionate merchandise, larger 
quantities and new items. It may 
mean improved business for 1943 


What makes it worth the differ- 
ence in cost? Learn all about the 
product, where it comes from, the 
reputation of the maker, how it 
works or wears, what it’s made of 
and then you should be able to 
state many reasons why it is su- 
perior to lower-priced products. 


2—Sell Companionate 
Merchandise 


Many articles sold in every store 
naturally go together—like ham 
and eggs, pork and beans, or 
cheese and crackers. 

For example, when the lawn 
grass seed purchaser comes in -to 
get his usual order to fill in thin 
or bare spots, ask him if he has 























“The art of selling more to each customer does not mean over- 
loading him. Such tactics are bad for any store in the long run.” 
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ever tried any humus, or special 
“shady lawn” seeds, or chemical 
mixtures for better growth. 

You'll be surprised at the num- 
her of your customers who will 
buy some “extras” with a little ex- 
planation of their merits. When 
they show signs of interest or 
curiosity, follow up by explaining 
the “why and wherefores.” 


3—Sell Larger Quantities 

“Let me have a pint of disin- 
fectant (or fly spray),” requests 
the customer. 

“There’s quite a saving in a 
gallon,” you point out. “Costs 
you about 20 per cent less per pint 
when you average it on the larger 
quantity.” 

“All right, [ll take the gallon,” 
the customer agrees. 

He is satisfied because he is 
getting better value. You are 
satisfied because you are getting 
a better profit. Yet, how often 
have you forgotten or neglected 
to make this simple suggestion on 
all kinds of goods? How often 
have you taken the easy, lazy, 
profitless way out—wrapping the 
small order in silence and saying 
nothing ? 

Here’s an idea: Get yourself into 
the “Why-not-buy-more?” habit. 
Create an automatic response on 
your part to every request for 
small quantities; react politely but 
quickly—and be sure to emphasize 
clearly the additional 
worth gained by 


money’s 
buying more. 
Most people like to save money; 
they are willing to listen to an ap- 
peal to their sense of economy. 
However, no_ high- pressure. 
Don’t embarrass the customer be- 
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cause his purchase is modest and 
he wants it to stay that way. If 
your recommendation doesn’t click 
clearly, let it ride. Don’t oversell 

just suggest. The latter may 
help the customer change his mind 
while you're wrapping the pack- 
age. It happens every day. 


4—Sell Something New 


The manufacturers of many well- 


known brands which you carry 


introduce new items 
market. 


moted by substantial advertising 


frequently 
onto the Usually pro- 
or direct mail campaigns, these 
items come to the attention of 
your customer and you can cash 
in by proper emphasis. 

Ask your customer, “Have you 
tried so-and-so yet? Something 
new and something very good.” 

“Oh, yes,” 
reply, “I’ve seen and heard a good 
deal about it lately. How is it?” 


your customer may 


“Well,” you might answer, “it’s 
backed by the reputation of one of 
the best firms in America. Every- 
body who tries it likes it.”” Then in- 
vite the customer to make a trial 
purchase along with his regular 
order. 

“Something new”—the phrase 
Think how 
times in the course of almost any 
selling day these two words could 
be used to capture the customer’s 
attention. 


packs power. many 


People are always in- 
terested in something new or dif- 
ferent. That’s better than to use 
the word “substitute.” which 
people resent or regard as _ in- 
ferior goods. 

Try this: Reach for almost any- 
thing that has recently arrived in 
and say, “Mr. Smith. 
I'd like to show you something 
Watch the magic of the 
phrase work; see how interested 
Mr. Smith will be. After that. of 
course, you must follow up with 
something solid. 


the store 


new.” 


Sales appeals on newness alone 
wear off quickly unless backed up 
with evidence of quality or value. 

Finally, on all extra-selling 
methods it pays to take the long 
view, to consider all sales attempts 
on that particular 
status as a regular customer. He 
won | 


purchaser's 


resent reasonable sugges- 
tions regarding increases in quan- 


tity or quality, may even welcome 
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ideas regarding companionate 
items or new merchandise. But he 
doesn’t want to be forced! 

The art of selling more to each 
customer, therefore, does not 
mean overloading him with more 
than he can afford or needs to buy. 


Such tactics are bad for any store 


in the long run. There are plenty 
of opportunities to sell more, if 
you will just grasp them, by mak- 
ing the customer aware of his 
complete needs, by more satis- 
factorily filling his desires, by giv- 
ing him better quality, savings, 
and variety. 


Bressler's Plays Up Backyard Picnic Idea 


— goods and related Jines 
effectively last 
Hardware, St. 


were featured 


year by Bressler’s 


Albans. N. Y.. a compact hardware 





This interior display made it 
easy for customers to inspect 
articles shown in the window. 


store operated by Mrs. E. R. Bres- 
sler and her two daughters. For two 


very good reasons displays must 


really pay well at the Bressler store 
its showroom is but 40 by 18 ft. 








and the store must compete for the 
consumer's dollars with the larger 
shopping areas of New York City 
which is within easy reach of St. 
Albans. 

Picnic goods are usually given 
window displays in July and August. 
In 1941 these items were particu- 
larly active. Last year with gas ra- 
tioning there was still good picnic 
item volume because people were 
using such items for barbecue par- 
ties in their own backyards. Accord- 
ingly the store used these displays 
to good advantage. The display 
window had a green background and 
an artificial flower and trellis effect 
provided by a display manufacturer 
to give the right outdoor atmosphere. 

Shown with this background were 
vacuum bottles and jugs. outdoor 
grille. metal chair, picnic baskets, 
beach toys. sun glasses. sail boats, 
paper plates, etc. 

To give further impetus to out- 
door item sales, paper goods, vocu- 
um bottles and jugs. outdoor table, 
beverage sets, etc.. were shown right 
on the store floor. Toasting forks 
and other barbecue equipment were 
displayed on crepe paper suggesting 
outdoor use. In this manner. these 
items, previously featured for “away 
from home” picnics. were offered for 
“hackyard” parties. 


we fe) 


This display suggested the advisability of picnicking in the back 
yard. Trellis, flowers and a green background gave an outdoor setting. 
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Remington develops remark- 
able new way to measure 


bullet speed accurately 


pane often asked by shooters 
is “How is the velocity of a bul- 
let measured?” 

Since the invention of the chrono- 
graph, this has been accomplished by 
the use of two electrical circuits which 
were broken by the passage of the bul- 
let over the trajectory, and the time 
interval recorded by mechanical means 
on a scale which was converted to 
velocity readings. The first circuit 
was broken as the bullet struck cop- 
per wires strung across the muzzle of 
the gun. The second circuit was 
broken by means of a ball disjunctor 
resting on two electrodes and placed 
at the required distance in the trajec- 
tory so that the ball was upset by the 
bullet and the current broken. 

This method, while relatively accu- 
rate, involved much loss of time in the 
resetting of the chronograph and 
stringing of the copper wire circuit 
breaker. Also, the bullet’s true flight 
was impeded by the copper wires and 
ball disjunctor, making accuracy tests 
impossible. 


New device utilizes radio frequency circuit— Now, 
an “Invisible Target” formed by a 
radio frequency electric field is used 
by ballistic engineers in clocking the 
flight of bullets over distances as short 
as ten feet. An exclusive Remington 
development, it is helping to assure the 
extreme uniformity of quality demand- 
ed in modern military ammunition. 
Known as the “Coil Disjunctor,” 
and using radio frequency circuits 
similar to those in ordinary home 
radios, the device delivers its signal 
with a maximum variation of ten mil- 
lionths of a second. When a bullet is 


fired through coils connected with the 
radio frequency circuit, the metal of 
the bullet unbalances the circuit and 
produces an impulse which is trans- 
mitted to the electronically operated 


chronoscope, or velocity measuring in- 
strument. [The “Coil Disjunctor” 
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This device, developed by Remington’s Research 
Division, has been made available to, and is 
now in use in, small arms ammunition ord- 
nance plants all over the United States. 


delivers its impulse when the bullet, 
regardless of its shape, weight, or 
velocity, is within one quarter of an 
inch of the center of the coil and thus 
makes it possible to measure the 
velocities of 30- and 50-caliber bullets 
over short distances of ten or fifteen 
feet, even though their muzzle veloci- 
ties are approximately a mile in two 
seconds!] 


Speed plus aceuracy—The “Coil Disjunctor”’ 
may be moved to any point of the tra- 
jectory to measure the time of flight 
or mid-range velocity, and can also be 
utilized to obtain accurate barrel time 


_2InNg—./. 


This remarkable high-speed photograph, taken 
in the Remington ballistic laboratories, shows 
a 50-caliber bullet passing through the ‘‘Coil 
Disjunctor” at the instant the impulse is 
transmitted to the electronically operated 
chronuscope. The bullet is speeding towards 
the targeteat approximately 30 miles a min- 
ute, and will group on the target with previous 
shots for accuracy measurement 


readings. Differing from the old 
method utilizing copper wires, accu- 
racy tests may also be run concur- 
rently. 

The measurement of velocity of bul- 
lets and shot charges is an essential 
test of all ammunition—whether sport- 
ing or military—and such tests are 
run regularly by Remington ballistic 
engineers as a constant check on the 
quality of the product. 

The “Coil Disjunctor” is another 
Remington contribution toward the 
production of ever finer ammunition 
for our armed forces. After the war, 
this new device will again prove its 
worth to hunter and target shooter 
alike in a new and improved line of 
sporting firearms and ammunition 
Remington Arms Company, Ine.. 
Bridgeport, Conn. 
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Niagara Falls Firm Features Women 
War Workers in Display Window 


TL HE Elderfield-Hart- 


shorn Hardware Co., Niagara 
Falls, N. Y., provides supplies for 
many war industry purposes. It 
also devotes window display space 
and part of its advertising space to 
bond and stamp selling and other 
war aid efforts. As part of a 
campaign to recruit women war 
workers for the ever expanding 
war industries plants in Niagara 
Falls and the Niagara Frontier 
area, the company devoted one 
of its front windows to a working 
demonstration with three women 
working on war materials. In- 
cluded in the window were a ma- 


Elderfield-Hartshorn Hardware 
Co. aids war effort and gains 
an unusual amount of attention 


chinist lathe, milling machine and 
work bench with three slack-at- 
tired women working afternoons 
and evenings as a means of inter- 
esting more local women in train- 
ing for war work. 

With this living display, the 
hardware firm was cooperating in 
a recruiting campaign of the War 
Manpower Commission, the U. S. 
Employment Service, local indus- 
tries and the Niagara Falls Board 
of Education. Women in Niagara 
Falls, as in other cities and towns, 
have been called to the produc- 
tion front. This display was in- 
stalled to help attract additional 
women who were needed in the 
war industries and to prove to 
them that they can do jobs for- 


merly handled only by the men. 
The three women were trained 
in machine shop practice at the 
Trott Vocational School in Ni- 
agara Falls and are employees of 
the Chisholm-Ryder Co., which 
firm paid their wages during the 
10-day exhibit period at the Elder- 
field-Hartshorn Hardware Co. 
Two other windows of the store 
were given over to a display of 
pictures, projects and war produc- 
tion jobs illustrating the various 
war production training courses 
offered at the Trott Vocational 
School and the Whitney Aviation 
School. All the work displayed 
was made by women enrolled in 
the Niagara Falls Public School 
War Production training program. 


These women worked on war materials in this window for 10 afternoons 
and evenings as part of a campaign to recruit more women war workers. 
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it brushes better... 








The brushing qualities of Pol-mer-ik Linseed Oil 
are definitely better than those of ordinary linseed 
oil. By using the highest quality oil crushed from 
selected flaxseed and then polymerizing 10% of it 
to strengthen the molecular structure, we produce 
Pol-mer-ik. Pol-mer-ik not only brushes better, it 


levels better and it produces an elastic, more dur- 


able film of superior appearance. It’s the extra 


value oil at no extra cost. Use it for better painting. 


— 





POL MER IK 


LINSEED OIL 


For bill ponling 


ARCHER-DANIELS-MIDLAND COMPANY 


ROANOKE BUILDING *¢ MINNEAPOLIS, MINNESOTA 











ON AVAILABLE GOODS 


A WELL planned 


and novel method of displaying 
vilcloth has aided materially in 
increasing sales of that item in 
the store of Zollmann Bros., Mil 
waukee, Wis. The oilcloth is dis 
played in the basement depart 
ment of the store on a specialls 
built, easily moved rack on wheels 

On the front of the rack are 
tacked 85 different patterns of 
46-in. oilcloth. The stock itself is 
carried in shelves behind the dis 
play. The wooden center of each 
stock roll is numbered to corre 
spond with the number on the di- 
play pattern. This means _ that 
once the customer has _ selected 
the pattern he or she desires. the 
clerk can very easily find the roll. 

The 54-in. widths in oilcloth 
are displayed nearby. Spare stock. 
too, is carried in another base 
ment room and is displayed in 

m2 
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Rack Displays 85 Patterns 


of Oilcloth to Advantage 


Zollmann Bros. of Milwaukee, 
Wis., finds movable fixture 
has aided in building sales 


ies Ska 





Eighty-five patterns are shown on the front of the rack and the stock 
is on shelves behind them. The rack is on wheels and is easy to move. 


special shelves on the wall. In the 
days when the firm’s tinshop was 
not very busy. these spare display 








Wide rolls of oilcloth are displayed slantwide beside this door. 
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shelves of metal were made in 
spare time. 

Albert Zollmann, who with his 
brother Alfred, built the display 
rack, says it has helped consider- 
ably in building a large volume 
of oilcloth business. 

“To sell oilcloth we have found 
that you must have samples of it 
out where women can see it,” he 
says. “First we decided to make 
a large display board for the va- 
rious patterns, and then we de- 
cided to go a step further and put 
the stock directly behind the pat 
terns in a shelf arrangement. 

“When you stop to consider 
that we are able to display 85 pat 
terns of 46-in. oilcloth and about 
15 of the 54-in. size, you can 
realize that we have a stock that 
will satisfy any housewife. The 
pattern display method eliminates 
the necessity of frequent handling 
of the big rolls which means a 
great deal in a busy store.” 
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Precision-built metal containers 
for bomb parachutes are bad news 
for the axis from sheet metal work- 
ers at Lindemann & Hoverson. 
Metal tool and control boxes 
have replaced ranges and stoves 
in L & H production. Cartridge 


belts now come from our stove 


A. J. Lindemann 


FKEROGAS 
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wick 


facilities of this vast 


looms. The 


production plant 
are in the service of 
the United Nations. 

In thus helping 
Uncle Sam, this pioneer stove 


L&H 


manufacturing organization 


MILWAUKEE ¢ Since 1875 * WISCONSIN 


MANUFACTURERS OF ELECTRIC RANGES...ELECTRIC WATER HEATERS 
GAS RANGES...OIL STOVES...PORTABLE OVENS...OIL HEATERS...WICKS 





in mind. 


We're am AGN 
Market Just Now - - - 


is perfecting new 
precision methods 
of manufacture that 
will be apparent 
in improved L & H 


products. In your 


planning for peace, keep 














& Hoverson Co. 


ALCAZAR 
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Simple Code Shows Date When 
Merchandise Was Received 


System shows turnover changes, 
fluctuations in quantities of 
stock in different age groups 
and is an aid to better buying 


>| 


HE practice of us- 
ing codes to show when merchan- 
dise was received is followed by 
most modern merchandisers. These 
codes enable the dealer to tell at a 
glance how long any item has been 
in the store. This information is 
very valuable and can be used in 
many ways by the progressive 
operator. 

One simple code intended to 
show receiving date of merchan- 
dise can be incorporated with the 
cost and selling prices which are 
shown on every item. Very little 
if any extra work is required to 
do this. Here is how you can 
work it out: 

Itemcost KXE.43 Code shows 


in code date red. 
$3.25 
$3.2: 


Retail selling price 


The “43” in the above example 
is the code indicating when the 
item came into stock. The first 
number “4” stands for the month. 
In this case, it is the fourth month 
April. May the fifth 


month of the year would be writ- 


of the year 


ten as “5” in the code, etc., through 
the year. The second figure “3” 
represents the year 1943. The 
year 1944 would be shown as 
“4°. Thus, code figures for each 
month in each year would be en- 
tirely different. 

Another satisfactory code com- 
bines letters and figures. The quar- 
ter in which the merchandise came 
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into the stock is used as the time 
period instead of the month. Here’s 
an example of how this code would 
be used: 

Item shows KXE.43 Code shows 

cost in code —_————__ date red. 

$3.25 
Retail selling price 


The “A3” is the code figure. The 
“A” indicates that the merchan- 
dise came into stock in the first 
quarter of the year—during Janu- 
ary, February, and March. The 
letter “B,” then, would stand for 
second quarter purchases, “C” 
third quarter, and “D” fourth 
quarter purchases. The figure “3” 
again represents the year 1943. 

Once the dealer has all mer- 
chandise marked in this manner, 
he is able to make use of receiving 
date information in a number of 
different ways. It can be used 
every day in buying, and it can 
be used at the annual inventory 
time. 


An Aid in Buying 


Information supplied by codes 
helps a dealer do a better buying 
job. It’s easy to check up on over 
stocks or shopworn merchandise 
to determine how long it has been 
on hand. This guides the dealer 
in his buying for additional pur- 
chases of the slow-moving items 
may be avoided. Code figures also 
aid the merchant in deciding when 
an item or line has lost its popu- 
larity. Steps to reduce or dispose 


of stocks of such items can be 
planned. Thus, losses from more 
serious mark-downs later on are 
avoided. 

Information supplied by codes 
would also enable the dealer to 
take the annual inventory by age 
groups. Such an inventory could 
show for example, how much of 
the stock had been in the store six 
months or less, how much six 
months to a year, and how much 
over a year. After a year or so, 
the dealer would be able to com- 
pare current inventory from the 
age standpoint with previous 
year’s inventories. 

Such a_ study 
changes in turnover. [t would also 
show increases or decreases in the 
quantities of stock in various age 
groups. Any unusual shifts in this 
respect, whether favorable or un- 
favorable, should be analyzed and 
studied in order to find out the 
reason for such changes. Per- 
centage figures, showing the rela- 
tion of stock in age groups to the 
total inventory, should be used in 
such yearly studies. 


would show 


In well-arranged hardware 
stores, inventories by departments 
are possible. These could be 
divided into age groups at the 
time they were taken. Thus, the 
same age group studies made for 
the total stock could be made on 
a departmental basis by the use of 
the code figures. 

Facts about the age of stock are 
especially valuable to a dealer dur- 
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“Look, Guys — A room without running water’ 


HE uses of steel in fighting the 

war are countless. Tons and 
tons of steel that in peacetime would 
be made into sheets for you to sell, 
are today going into guns, ships, 
planes, tanks and other tools of war. 
lhat’s why we haven’t been able to 
fll requests for steel roofing and sid- 
ing. But we believe that you under- 
stand why it must be so. 

We’re not forgetting you or your 
customers, though. We know that 
farmers will need steel sheets after 
the war—tons of them. And we know 
that you want their business. And so 
We are continuing to advertise U-S-S 
Steel Roofing and Siding in farm 


U°S°S STEEL 
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magazines. We're giving helpful sug- 
gestions on care of farm buildings, 
and this advertising—like our U-S-S 
advertising in Saturday Evening 
Post, Colliers, and other publications 
—urges people to buy bonds, to help 
the war effort now, and to provide a 
fund they can use later to buy many 
of the products you sell. 

The trend to steel for farm build- 


ings will continue again after the war. 
(nd to help farmers get better build- 
ings we are offering free plans in blue- 
print form. You can use them to 
build good will with your farm trade. 
If you want a book of these plans, 
write us. Show them to customers 
and get their business lined up for 
the day when plenty of U-S-S Steel 
Sheets will again be available. 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
COLUMBIA STEEL COMPANY, San Francisco 
TENNESSEE COAL, IRON & RAILROAD COMPANY, Birmingham 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 


ROOFING AND SIDING 


STATES STEEL 
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ing normal, good business periods. 
More generous buying policies are 
in effect and mistakes in buying 
are more likely to occur. Unless 
stocks are selected carefully and 
checked often, the business is apt 
to accumulate a larger than nor- 
mal amount of slow-moving items. 

Every good merchandiser tries 


to turn his stock as often as pos- 
sible during the year. The most 
durable merchandise depreciates 
in value the longer it remains 
around the retail hardware store. 
It becomes shopworn from han- 
dling, collects dirt and dust, and 
is, therefore, much harder to sell. 

The good merchandiser tries to 


keep his stock new and fresh. He 
knows that new stock sells faster, 
and that his customers prefer it. 
He also knows the faster he turns 
his stock the greater his profits on 
the money invested in the busi- 
ness. Codes showing the date mer- 
chandise was received help the 
dealer accomplish these things. 


“Trading Post” Idea Pays Real Profits to Peoples Hardware 


salesmen’s desire to get the used 
merchandise, repair it and turn it 
over quickly, we pay a P.M. of 
10 per cent—more than $200 was 
paid out in the month of January 
alone for such sales. 

“In addition to items brought 
to the stores by customers, another 
of supply for 
many salable items are local junk 


excellent source 
dealers. From them can be bought 
such items as electric irons, appli- 
agricultural picks, 
mattocks, sledge hammers, pliers, 


ances, tools, 


galvanized ware, etc. Those boys 


are shrewd and it is necessary to 


do some real ‘horse trading’ with 


(Continued from paye 25) 


them. For instance, we purchased 
12 lawn mowers from one dealer, 
paying 50 cents each for the mow- 
ers not repairable (the parts of 
which could be used for repairs) 
and $1 each for 30 that did not 
need to be reconditioned. You'd 
be surprised what a little filing, ad- 
justing, oiling and painting will 
do. We recommend the ‘trading 
post’ idea to all neighborhood 
hardware stores. 

“Hardware stores in small towns 
and in the suburban shopping cen- 
ters should prove excellent ‘trad- 
ing post’ stores. Some hardware 
men will object to selling second- 


hand items, but these are difficult 
times, and we must adapt our- 
selves to them. If you can’t buy 
a new item, try to buy a used one. 
Keep the reconditioned items in a 
segregated spot and feature the 
idea as a community service. The 
reactions of customers will be de- 
cidedly favorable. Some few cus- 
tomers may ‘kid’ you about going 
into the second-hand business, but 
they know how hard it is to get 
those items and will be only too 
glad to buy them from you. The 
novelty of the idea creates a great 
deal of word of mouth publicity 
which is very effective.” 





Compact Fixture Speeds Sales of Garden Seeds 


COMPACT fixture, constructed 
l by shopmen of the store, speeds 
sales of garden seeds at Worthington 
Hardware Co., Worthington, Ohio. 
It is designed to save a lot of time 
Everything 


lor every employee. 


salesmen need to weigh, package 
and complete a sale is there. 

The garden seed fixture is located 
in the center of the sales floor. It 
attracts attention and is interesting 
to almost every customer that comes 
into the store. More than 100 varie- 
ties of bulk seeds are displayed in 
bins and glass containers with which 
the rack is equipped. 

A scale for the weighing of pur- 
chases is located on the top of the 
fixture. It is equipped with a re- 
movable tray which can also be used 
as a scoop. Envelopes and paper 
bags are kept nearby. 

The entire seed stock is arranged 
in a very compact manner. Seeds 
sold by the ounce are kept in glass 
containers. Two different sized jars 
are used. The more popular selling 
varieties are usually kept in the 
larger jars. Seeds generally sold by 
the pound are stocked in the wood 
bins at the bottom of the fixture. 
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Prices are shown on all varieties 
wherever possible. Information nec- 
essary for compliance with State and 


Federal seed laws is shown either on 
tags in the bins or on labels securely 
fastened to each jar. 





Customers can’t help seeing the seeds displayed in this fixture 
and when they see them the next logical step is for them to buy. 
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Are Switching to 


your customers want to paint things — 
‘deas that bring new customers into 





Don't let the effect of priorities on 


















= your business get you down. Hardware 
| dealers all over the country are find- your store—ideas that turn passersby 
ing an effective antidote forlost hard- _ into buyers. Bs 
ware sales in the Lucas line of Quality Lucas Paints are nationally known— ‘ 4 
Paints. It turns over fast! Injects new established for ee 
life into hardware stores’ cash registers! | almost a century. < 
Revitalize your : 


The Lucas franchise offers you more 


than a line of extra quality paints — 
equally important is the steady stream fast-moving Lucas 


of sales-building ideas that Lucas orig- _ line. Mail coupon 


‘nates for its dealers. Ideas that make _ today! 
LOOK TO LUCAS FOR THE NEWEST! 





business with the 








j JOHN LUCAS & CO., INC. 
322 Race Street, Philadelphia, Penna. 






Send me the free Spring Br ochure on Lucas Advertising and Merchandising 
s 


NAME 





ADDRESS.. 


= 
J O 7 ‘ I stint lide Be. Emme Se as i 
U CAS & ‘oe,’ PA N y, INC ADMINISTRATION OFFICES « PHILADELPHIA, PENNSYLVANIA 


> OFFI 
CES, FACTORIES, WAREHOUSES IN PRINCIPAL CITIES 
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Mid-May—Show Outdoor Furniture, | 
Mirrors, Polishes and Cleaners 


HARDWARE AGE Original Window Display IDEAS 


LAWN AND 

PORCH 
FURNITURE | 
MERCHANDISE: 


Wood trellis, 
wood settees, 


STAYING AT 


wood lawn chairs, 

Home canvas lawn or 
° beach chairs, 
ISNT So Bap grass seed, paint, 4 

paint brushes, pot- 

Fix UP Your tery bird baths, 

Porcn OR sun dials, etc. 
BACKGROUND: 
Back YARO Center and side 


panels bright E 
green corrugated 
board or wall- 
board painted. 
Cut-out letters 
bright yellow. 





MIRROR 
WINDOW 


MERCHANDISE: 
Round, rectangu- 
lar, and square 
shaped mirrors, 
mirror plateaus for 
table tops, win- 
dow glass cleaner. 


BACKGROUND: 
Center panel 
bright blue corru- 
gated board or 


SAVE MIRRORS wlineerd vent 
Wuat You Have! For WALL on TABLE ont’ letters. Bright 


yellow. 





POLISH AND 
CLEANER 
WINDOW 


MERCHANDISE: 
Paint cleaner, fur- 
niture polish, floor 
wax, dust mops, 
kneeling pads, 
dust pans, wall- 
paper cleaner, 
dust cloths. 


BACKGROUND: 
Center panel 
bright blue corru- 
gated board or 
wallboard paint- 
ed. Side strips 
bright yellow. Cut- 
out letters bright 
yellow. 
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2 it : And Brings 
Results 


You Hardware people who were already equipped with floor sanders before they were frozen 


have a gold mine. With proper care the machines should last for the duration. In the mean- 
time you are in key position—the supplier of all materials for the upkeep of floors in homes 
and small institutions. 

People have more money now to spend on beautifying their homes, and professional floor 
contractors are scarce, for many of these men—experienced mechanics—have been drawn 
into war industries. So the work has to be done by the home owner, or in the case of an 
institution, by the janitor or maintenance man. 

The first “sale” is the renting of a sander, which automatically gives you the chance to 
supply all the accessories: the sandpaper, the filler, the waxes or varnish. And these things 
are all obtainable (an important point in these days of scarcities). 


A sander is only as good as the sandpaper used on it, especially in the hands of a novice. 


Bbaneed Ct 


SANDPAPERS 


Will assure your customers a satisfactory job. 


BEHR-MANNING « TROY, N. Y. 


10 ©) °8 t-) Ce), Me) ap, [e) vue). Mele). 07.9. & a) 


Quality Sandpapers Since 1872 


15, 1943 


























WPB PARTIALLY RELEASED 
WATER UTILITIES from restric- 
tions forbidding the construction of 
new lines in an order designed to aug- 
ment the Department of Agriculture’s 
Victory garden program. Short line 
extens‘ons for watering Victory gardens 
are permitted by Supplementary Utili 
ties Order U-l-e, which was issued 
March 31. No extension may be built 
unless it meets the fellowing condi 
tions: 

1. The premises are not already con 
nected with water service. 

2. The garden will produce edible 
crops and contains at least 5000 sq. ft. 

3. Gardeners must enter into a writ 
ten agreement with the water utility 
that they will comply with rules and 
regulations to be issued by the water 
utility in the interest of water conser 
vation. 

The short extensions authorized are 
expected to be made largely from ma 
terial in excess utility stocks and the 
purchase of critical copper pipe is for- 
hidden. The Department of Agricul- 
ture’s committee on Victory gardens as- 
sisted the Office of War Utilities of 
WPB in preparing the order. 


x * * 


ELECTRIC SERVICE is brought 
within reach of smaller farms under an 
amendment to Utilities Order U-1-c 
announced recently by the Office of War 
Utilities. The action is designed to in 
crease food production on such farms 
by making it possible to operate farm 
machinery with electricity, saving man- 
power and increasing production. 

Previously a minimum of 10 “animal 
units” was required to make a farm 
eligible for electric service. An “ani- 
mal unit” is a measure of a farm’s pro- 
ductive capacity. Under the amend- 
ment the minimum is cut to five ani- 
mal units. An extension of up to 100 
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By L. W. MOFFETT 


Washington Representative 
of Hardware Age 


* * 


ft. is permitted for each animal unit, 
if all other conditions of the order are 
satisfied. 

The Office of War Utilities also re- 
leased to utilities the material in elec- 
tric lines not now in service, to be used 
in building the short extensions per 
mtted by U-1l-c. 
in an effort to put into war services 


This move was made 


these scattered quantities of useful ma 
terial heretofore idle, relieving the drain 
on wire manufacturing facilities and 
raw materials. 

ee @ 


FIXTURES for plastics molding 
machinery have been added to items un- 
der allocation contrpl through issuance 
of Allocation Order L-159 as amended. 
“Fixtures” are defined in the amended 
order as the following new or used parts 
or groups of parts for plastics molding 
machinery: cylinders, feed 
straight heads, cross heads, jet attach- 
ments, temperature control units, and 
molds. Definition of plastics molding 
machinery was clarified in the amended 
order by adding “ceramic injection 
molding presses or machines capable of 
being used for plastics” and “plastic 
table performing molding presses or ma- 
chines.” 


screws, 


x & 
RESTRICTIONS on the purchase 


and use of agave cordage specified in 
Order M-84 do not apply to cordage 
manufactured in a foreign country by 
processors not subject to the order, 
WPB pointed out in Interpretation No. 
l to the order. This means that im- 
ported cordage may be purchased by 
individuals without certification that the 
material is to be used only for the pur- 
pose listed in paragraph (d) (5) of the 


order and can be used in any manner 
they choose. The provisions relating 
to use and purchase of the cordage 
apply only to domestically-processed 
material. 

However, imported cordage is subject 
to provisions of the order limiting sales 
of agave cordage to certain percentages 
of total deliveries in 1939-41. The ma- 
terial is also subject to any WPB order 
issued pursuant to paragraph (h) of 
the order, and also to any import regu- 
lations imposed by Order M-63. 


x * * 


MANUFACTURERS OF TOYS 
AND GAMES may not rvise their 
prices beyond their March, 1942, levels 
by discontinuing customary allowances, 
discounts and other price differentials 
in effect in March, 1942, OPA has 
pointed out. It has come to the atten- 
tion of OPA that certain toy and game 
manufacturers are under the impression 
that the highest prices established for 
their commodities may be charged to all 
classes of customers, thereby discontinu- 
ing the customary lower prices to other 
types of buyers. 

OPA has been advised that some 
manufacturers are seeking to sell to 
all classes of retailers at the highest 
price. They are reminded that this is 
a violation of Maximum Price Regula- 
tion No. 188 and that they must adjust 
the maximum prices to the different 
classes of purchasers, in accordance 
with March, 1942, practice, so as to re- 
flect all allowances, discounts and other 
price differentials. 


x * * 


AUTHORIZATION FOR AN 
INCREASE in the ceiling price of a 
non-profit accommodation service ap- 
plies only at wholesale, commercial and 
industrial levels and does not apply to 

(Continued on page 76) 
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Perfection Inner-Flow Wicks feed oil uni- 
formly to give a perfect flame. They are 
easy to insert, adjust or clean and are the 
only wicks that give satisfactory perform- 
ance in Perfection Oil Stoves and Ranges. 








= CAN BRING PROFITS into your store today and also insure 
future profits by selling genuine Perfection Inner-Flow Wicks 





and replacement parts. New No. 331-X INNER-FLOW Wick 
for use in all Perfection, Puritan and Ivan- 
Now more than ever before, the millions of Perfection oil- hoe Oil Cookstoves and Ranges—also for 


‘ bs ‘ ‘ 2 ee eer “Spee 4 > » > 
burning ranges and heaters in daily use must continue to give all Perfection and Puritan Water Heaters. 


quick, economical, dependable service. It’s our job... and 
yours ... to see that they do. Although we are busily engaged 
in war nvodiestben, Uncle Sam is letting us make wic ks and 
replacement parts so you can service your customers. 


By selling only genuine Perfection Inner-Flow Wicks and 
parts you assure your customers of continued high-quality 
performance .. . the performance that has made Perfection 





the wasli's hishen etendes il-burni ; ; | | 
world s highest standard of oil-burning house hold Ne. 600 Wish ... for use with ell Perlection 
equipment. They are the only wicks and parts that give Kerosene-Burning Room Heaters except the 


100% satisfaction in Perfection Oil Stoves and Heaters. 300 and 400 series. 
Order your stock of Perfection Inner-Flow Wicks and 


replacement parts, today. 


The Mark Ay Quality 


TOE DERE ECTION rvAwvTt COMPA i AY \Y 7603-A PLATT AVE. 
Bat oUULiVUlN a ar * 1 CLEVELAND, OHIO 


& io 


In Peacetime, THE WORLD'S LARGEST MAKERS OF OIL-BURNING EQUIPMENT FOR THE HOME 
sear arORiteS so cep 
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Speakers’ stand at the New Britain plant of The Stanley Works, 


where the Stanley Tools 


Division and 
Division were presented the Army-Navy “E” Award for produc- | 


Stanley Electric Tools 


tion of war equipment. 


Stanley Tool Divisions Earn 
Army-Navy “E” Award 


The Army-Navy “E” 
for production of war equipment 
was presented to Stanley Tools 
Division and Stanley Electric 
Tools Division, The 
Works, New Britain, Conn., on 
March 17. Both companies con- 
tinue to make their regular lines 


of tools which have been clas- 


Award 


| 
| 


Stanley 


sified by the government as es- | 


sential to the war effort, and are 


being supplied to all branches | 


of the armed service. 

The presentation ceremony was 
held in the shipping room of the 
New Britain plant, which was 


of the two Stanley Divisions. Six 
employees, representing the en- 
tire personnel of the companies, 
sat on the speakers’ platform and 
received the “E” pins from Lt. 
Gessford. 

Music for the ceremony was 
furnished by the 96th Army Air 
Force Band, Bradley Field, Conn.’ 
Thirty young women, selected 
from factory and office em- 
ployees, acted as usherettes. The 
complete ceremony was _ broad- 
cast locally over radio station 


| WNBC and then rebroadcast that 


converted into an auditorium for 


the event. Lucius M. Knouse, 
general manager, Stanley Electric 
Tools and vice-president, Stan- 
ley Works, acted as master of 
ceremonies. 


| arrangements for the award cere- | 


night over radio station WDRC. 

Chairman of the committee on | 
| 
mony was Girard H. Story, assis- 
tant sales manager of Stanley 
Tools. Other members of the 


| committee were E. V. Higbee, E. | 


Guest speakers on the program 


were Hon. George A. Quigley, 
mayor of New Britain, Hon. Ray 


mond E. Baldwin, Governor of 
Connecticut, Col. Conrad _ €E. | 
Snow, representing the Army, 


and Lt. J. Douglas Gessford, rep- 
resenting the Navy. 

M. A. Coe, general manager, 
Stanley Tools, director and vice- 
president, The Stanley Works, 
accepted the “E” award on behalf 
of the management and workers 
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| 





L. Warren, A. S. Duncan, Fred 
Gross and G. M. Fletcher 

This Stanley “E” award was | 
the sixth Army-Navy “E” Pro- 
duction Award to be officially 
conferred on New Britain plants. 
The Stanley Works, parent or- 
ganization, received the “E” 
Award Jan. 20. Another Stanley 
Division, the American Tube & | 


Stamping Plant, Bridgeport, 
Conn., received the “E” award 


March. 18. 





ANDES STOVE TO MAKE 
CONSERVATOR HEATERS 


The Conservator Products Co., 
research subsidiary of the Coloric 
Gas Stove Works, Philadelphia, 
Pa., has licensed the Andes 
Stove & Foundry Co., Geneva, 
N. Y., to manufacture Conserva- 
tor coal heaters for the New Eng- 
land States and New York State 
except Metropolitan New York. 
The company has been licensed 
for the duration in order to save 
freight and cross hauls. 


R. H. MORSE, JR., HEADS 
FAIRBANKS, MORSE SALES 


Robert H. Morse, Jr., has been 


| named general sales manager of 


Fairbanks, Morse & Co., Chicago, 
Ill. 


since 1916. 


He has been affiliated with | 
the company and its subsidiaries | 
He was in the manu- | 
facturing division for 10 years | 


after which he entered the sales | 


division. Mr. Morse was man- 


| ager, successively of the Cin- 
| cinnati, Ohio, Dallas, Tex., and 


Boston, Mass., branches and the 





ROBERT H. MORSE, JR. 


Until 


company’s stoker division. 


recently he was assistant sales | 
| manager of the company. 


FOWLER AND DEGER JOIN 
OWENS-ILLINOIS GLASS 


R. R. Fowler and Charles E. 


| of 


| 








LEMPERLY 


Cc. M. 


LEMPERLY APPOINTED 
SALES DIRECTOR FOR 
SHERWIN-WILLIAMS CO. 


President Arthur W. Steudel 
The Sherwin-Williams Co.. 
Cleveland, Ohio, has announced 
the appointment of Charles M. 
Lemperly as director of sales and 
distribution of the company’s 
products. The announcement 
states that the new sales director 
will also retain executive super- 
vision over the advertising and 


| publicity departments. 


Mr. Lemperly entered Sher 
win-Williams employ in 1907 as 
junior clerk in the advertising 
department. He filled every job 
in the department during the 
next seven years and was made 


| manager in 1914. Since that time 
| he has been in charge of all of 
| the company’s publicity, advertis- 


ing and public relations. He 
has also been actively identified 
with all of the company’s sales 


| plans and campaigns and has an 


intimate knowledge of the entire 
sales personnel from coast to 
coast, having played a leading 


| part in district and division sales 


“Save 
| He frequently addresses national 


Deger have joined the merchan- | 


dising division of Owens-Illinois 
Co., Toledo, Ohio. Mr. 
Fowler has been assigned to the 
Toledo office and 
headquarters will be in Chicago. 


Glass 


Mr. Deger’s | 
| vertising Club since 1913. 


meetings. He is well known in 
the paint industry, having been 
of the originators of the 
the Surface” campaign. 


one 


and local meetings of the Paint 
ing Contractors’ Association of 
America and other groups within 
the industry. In advertising 


| circles he has been a leading fig 


ure for many years and has bee: 
a member of the Cleveland Ad 
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the Swan Rubber Co., 

















Swan Rubber Co. Awarded 
Army-Navy “E” 


Bu- | 
cyrus, Ohio, was presented the | 


raising of the colors by an Ameri 
can Legion color guard. Invoca- 


coveted Army-Navy “E” Award | tion was pronounced by Rev. R. 


for excellence in war production | 


on March 26. A colorful and im- 
pressive ceremony was held in 
the Bucyrus High School audi- 


lorium, where the stage was 
patriotically decorated for the 
ceremony. A large crowd was 
present, including high Army, 


Navy and State officials, leading 
ndustrialists and all the 
ployees of the company. 


em- 


[he pennant was formally pre- 
sented to M. G. Nussbaum, presi- 
dent of the Swan Rubber Co., by 
Commander W. L. Turney, U.S.N. 

In accepting the award from 
Commander Turney, Mr. Nuss- 
baum said, “It is with a grateful 
heart that we accept this award. 
It has been won only by the co- 
operation of all our employees 
and we are sorry that those of us 
who are in the 
here to enjoy today.” 

Individual lapel pins for both 
men and women were presented 
in a group by Major Spotswood 
Duke, U.S.A., to C. A. Mollen 
copf, oldest employee in point of 
service at the Swan plant. Mr. 


service are not 


Mollencopf, in turn, accepted 
them and promised that the com- 
pany would “show even better 


production in the future.” 

The principal speaker at the 
school program, over which Judge 
C. U. Ahl presided, was Carl E. 
Bolte, chief of the Industrial Di- 
vision, Smaller War Plants Corp., 
WPB, who represented War Pro- 
duction Chief Donald M. Nelson. 
Like the other speakers, Mr. 
Bolte congratulated all em- 
ployees for the fine record they 
have been making and 
“Such effort 


closed 


with as have 


you 


shown will speed the day of vic- | 


Lt. Gov. Paul M. Herbert, | 


tory.” 
past commander of the American 
Legion, represented the State and 


| ler, 


| 





stressed the good relationship be- | 


tween labor and management | 
which made the award possible. 
[he program opened with 


several band numbers by the Bu- 
vrus High School band and the 
APRIL 


15, 
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F. McGregor. The program 
closed with the singing of 


“America” by the band and audi- 
ence and the presentation to each 
“E” pins by both 
Army and Navy officers. 


employee of 


KELLER JOINS STAFF 
AT UNIVERSAL 
According to an announcement 
by Landers, Frary & Clark, New 
Britain, Conn., Raymond W. Kel- 





RAYMOND W. KELLER 


formerly vice-president and 
assistant general manager of the 
Milton Bradley Co., Springfield, 
Mass., has the staff of 
Universal. 

Mr. Keller comes to the com- 
pany after many years of experi- 
ence in engineering and indus- 


joined 


trial management. His new 
duties at the Universal plants 
will be to assist R. L. White, 


president of the concern and to 


study economic and_ industrial 


engineering problems. 


MAJESTIC CO. PURCHASES 
BROWNIE MFG. CO. 
The Majestic Co., Huntington, 
Ind., manufacturer of metal 
building necessities recently an- 





nounced the purchase of The 
Brownie Mfg. Co., Fort Wayne, 


Ind., makers of clamps and turn- | 


buckles. The Majestic Co. has 
moved the purchased company’s 
complete manufacturing facilities 
to its plant in Huntington and 
expects the same 
product and distribution policies. 
The clamp operations will be 


to continue 


| known as The Brownie Clamp Di- 


vision of The Majestic Co. Pro- 


duction schedules are to be 
greatly increased to fulfill the 
increased wartime requirements 
of all types of industries for 


clamps and turnbuckles. 


KELLOGG, JR., ELECTED 
EXECUTIVE VICE-PRES. 


Howard Kellogg, Jr., son of 
Howard Kellogg, president of 
Spencer Kellogg & Sons, Ine.., 


Buffalo, N. Y., and grandson of 
the founder of the company, has 
been elected to the newly creat 
ed of 


president. 


position executive vice- 

Beginning his business career 
in a minor capacity in 1928, Mr. 
Kellogg worked his way through 
all the production phases of the 
company’s operations. He served 
in the Buffalo, Edgewater, Min- 
and plants, 
helper in plant 
maintenance. His experience car- 
him threugh the 
laboratories and the financial de- 
partments of the organization. He 
has been a vice-president and di- 
rector of the firm, which 
duces and refines vegetable oils. 


1933. 


neapolis Chicago 


starting 


as a 
ried research 
pro- 


since 





HOWARD KELLOGG, JR. 


WOOD DIVISIONAL MGR. 
FOR DEVOE & RAYNOLDS 


| W. H. Matthews, vice-presi- 
dent, Devoe & Rayolds Co., Inc., 
| New York City, recently an 





KENNETH H. 


woop 


H. Wood 


executive 


that Kenneth 
appointed 
of the 

and Maintenance 
sion and its newly created Na 
tional Accounts Division. He will 
be responsible for policies and 


nounced 
had 
manager 
Painter 


been 
company’s 
Divi 


sales activities and will have hi- 
offices at the New York head 
quarters of the firm. 

Until recently Mr. Wood was 
director of sales and distribution 
of the Sherwin Williams Co.. 
Cleveland, Ohio, widely 
known throughout the industry. 
In his former he 
started as a salesman and over a 
years acquired a 


and is 
connection, 


period of 25 
broad background of sales experi 
ence in the paint business. 

Milton Lightcap, who has been 
serving as sales manager of the 
department, will continue in the 
same capacity. 


COLLYER ON BOARD OF 
INFORMATION COMMITTEE 


John L. Collyer, president of 
Tine B. F. Goodrich Co., Akron. 
Ohio, has been named a member 
of the National Industrial Infor- 
mation Committee governing 
board, it is announced by Alfred 
P. Sloan, Jr., chairman of Gen 
eral Motors Corp. and chairman 
of the industrial 
mittee. 


special com 
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Mossberg Urges Participation In 


The “Share Your Rifle”’ 


In support of the 
Pre-Induction 


Trair 


nationwide 
Program 


being sponsored by the National 
Washington, 


Rifle Association, 
D. C., O. F. Moss 
Inc., New Haven, 


manufacturers, is 
campaign in its 


adv 


berg & Sons, 

Conn., gun 
featuring that 
ertising. The 


NRA program has as its purpose 


the 
the u 


training 


se of 


small 
them prior 


arms, 


training of qualifed men in 


that is 
to induction 


Campaign 


neighbor” under the nationwide 
training program sponsored by 
the NRA. One ad. will point out 
that “the basic principles of aim- 


are the 
artillerymen 
pursuit pilots and bombardiers.” 
In line wit this idea copies of 
“The Guidebook to Rifle Marks 
manship” and the NRA booklet 


to organize and conduct 


ing and trigger release 


same for riflemen, 


on how 


a shooting club are offered since 








into the armed forces. it is stated that a very small per- 
The Mossberg ganization centage of inductees know any 

savs, “Share your rifle with your thing about r‘fles, 
to post war selling at the March 


Chica 
" ork 
past 
States 
ried 
MceCu 





E. R. (NED) SWIFT 

go manager for Stanley 
s, New Britain, Conn., and 
president of the Central 
Hardware Club, was mar- 
to Mrs. Louise Stothart 
sker on March 20, in 


Chicago. 


BOOSTERS HEAR DODGE 
POST WAR SALES TALK 


Mor 
guests 
Direct 
Yale 
York 


50 


10 
Walte 
Hardwa 
Mig 


e than 

heard 
or of 
& Towne 


City, give 


WALTER B. 


| 
r B. 


re Sale 


eae 


members 


hts 


DODGE 


ize 


The 
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|} Ames & Norr, 


and | 


of the Hardware 
at Miller’s Restau- 
144 Fulton St., New York 
Mr. Dodge said we’re go- 
win the war if we 
won't 


26 meeting 
Boosters held 
rant, 
City. 
| ing 
don’t 


to and 


we have to concern 
future for we 
Salesmen were 
urged to think and plan for the 
future, told that they 


would have to work as they never 


| ourselves as to the 


will have nothing. 


and were 


worked before, after this war. 
(Quality and service rather than | 
price will have to be sold. 


A check for $50.00 for the Red 
Cross fund was presented to Mr 
| Dodge as the 
to the Hardware 
Red Cross division. 

John Hires, Lufkin Rule 
president of the Boosters, 
Walter Schuler, 
Frank, to 


Boosters’ contribu 


tion Trade’s 
Co.. 


comed 
| Milehman & 


| 


Carter, 
member- 
hip. 





AMES GETS FAIR TRADE 
COUNCIL POST 


Allen P. Ames, 


in the public 


senior partnet 
relations firm of 
New York City, 
acting secretary 
Fair 
appointment 
John W. Scott. 
president of the council and see- 
of the Bissell Carpet 
Co.. Grand Rapids, 
Mich. John W. Mettler, presi- 
dent, Interwoven Stocking Co., 
s vice-president of the council 
ind W. A. Kates. general sales 
manager, Corning Glass Works, 
Corning, N. Y., is treasurer. 


has been elected 
of the 


Council. 


American Trade 


by 


was 


announced 


retary 


Sweeper 








| 
| 


| 


| tively 
wel. | 


| He 





the late Robert J. Masback, 
founder. 

This ambulances 
corps, which has its headquarters 
in New York City, provides 
ambulances as well as drivers for 
the sick and wounded in the bat- 
tle The 
largely American 

without 

of their own equipment. 
Masback Hardware Co. 


volunteer 


areas. drivers, who are 


college boys. 


serve pay and supply 


most 


The 


and 


its employees recently donated an 
to the 


ambulance American Field 


Service. 





EDWIN R. MASBACK, JR. 


During school and college va- 
cations, Mr. Masback worked for 


the company and since his grad- 
has been ae- 
the 
was elected treasurer in 1941. 


uation from college 
engaged in business. 


ROGERS WESTERN SALES 
|MGR. FOR SAFE PADLOCK 


Roy L. Rogers has been ap 
pointed western sales manager of 
The Safe Padlock & Hardware 
Co., Lancaster, Pa., according to 
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ROY L. ROGERS 


a recent announcement by Doug 
las W. Franck, president of the 
company. He will have headquar- 
ters both in Laneaster, Pa., and 
| Chicago, Ill., and will function 
with the company’s sales repre 


sentatives in the middle west. 
southwest and the Pacific coast 
Mr. Rogers is well known 


throughout the United States and 
has a comprehensive background 
of sales direction experience in 
the hardware industry 
He formerly general 
manager for the Payson Mfg. Co.. 


Ill. 


builders’ 


was sales 


Chicago. 








GENERAL KNUDSEN VISITS 


UNIVERSAL PLANTS — Lt. 


E. R. MASBACK, JR., NOW| Gen. William S. Knudsen, war department production chief, 
recently visited the Universal plants in New Britain, Conn., to 
inspect the products Landers, Frary & Clark, electrical appli 


WITH A.F.S. IN EGYPT 


Edwin R. Masback, Jr., trea 


ance manufacturers, are making for the war. 


The produc- 


surer of the Maude Hardwar | tion chief noted the increase of women workers in the plants 


|Co., wholesale hardware dis 
| tributors, New York City, is nov 
serving with the American Fiel: | 
Service in Egypt. He is the 


duction. 


| and praised the work that women are performing in war pro- 
A display of the various products manufactured at 


the Universal plants was shown to the General and five young 
| women who have relatives in the armed services represented 


_ | the departments in which the products are being made. 


Left 


of E. R. Masback, president © | to right: Richard L. White, president of the company; Lt. Gen 


{the company and grandson oi 


Knudsen, and A. E. Allen, 


chairman of the board. 
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FORSBERG MFG. CO. 
CELEBRATES ITS 
25TH ANNIVERSARY 


[his year marks the 25th an- 
niversary of the establishment of 
The Forsberg Mfg. Co. in Bridge- 


port, Conn, Started in a small 





HAROLD S. FORSBERG 


way under the name of the Ar 


row Tool Ca and located in a 
modest three-story building. the 
did work for 
the government on tools during 
the first World War. 

Shortly after the clo-e of the 
last war, the name was changed 
to The Forsberg Mfg. Co. The 


manufacture of hack saw frames 


company contract 


and coping saw frames began and 
continued until 1924 in the orig- 
Then, the 


inal location. com 
pany was incorporated and ac- 
quired its present building of 


approximately 60,000 sq. ft. of 
which is now entirely o¢ 
cupied in the manufacture o 
“Whale” and “Viking” tools. 

In 1928 the 
hack saw and coping saw blades 


space, 


manufacture of 


was begun, and 1931 saw a line 


of serew drivers introduced. 
Finally in 1932 the line was 
brought into its present level. 


when production started on hand 
ind breast drills. 

Along with the rest of Amer 
ican industry The Forsberg Mfg. 


Co. has wholeheartedly put it 
shoulder to the wheel of vita! 
war production again today. At 


the 
ing practically 100 per cent on 


present, company is operat 
war work, doing its part te sup- 
ply America’s war needs. 

the 


Beginning in Sweden in 


late 18th century, each succeed- 
ing generation of the Forsberg 
family has contributed its quota 
of skilled 
Harold S. 


and 


technical craftsmen. 


Forsberg. president 
the 
company that bears his name, has 


faithfully upheld the family tra- 


founder of Bridgeport 


fine workmanship. 
With a background of technical 
knowledge and steel mill experi- 


ence, Mr. Forsberg early decided 


dition of 


to specialize in the manufacture | 


of a few tools, rather than at- 


APRIL 15, 


1943 


tempting to produce a highly di- | 


versified — line. How well that 


policy has succeeded is shown by | 


his company’s splendid record of | 


accomplishment and the fine rep- 


utation “Whale” brand and “Vi- | 


king” brand tools enjoy in many | 


industries today. 


BOOKLET ON VICTORY 
GARDENS AVAILABLE 


As its contribution to the Vic- | 


tory Gardener, Swift & Co., 
Fertilizer Works, Chicago, Ill., 


has published a 20-page booklet, 
to assist him in growing, in the 
space he has available, the best 
quality and the highest yield of 
vegetables that it is possible to 
produce. The booklet, ent'tled 
“How to Make a Better Victory 
Garden,” is simple, concise and 
yet contains information that a 
new gardener should have. 

It is the company’s hope that 
through the aid of this book, Vic- 
tory Gardeners who have nevet 
before turned a shovel of soil will 
that 


will retain their interest in 


be successful to the extent 
they 
gardening after peace is once 
more restored and the necessity 
for Victory Gardens has passed. 

Copies of the booklet can be 
obtained by writing to the com- 


pany. 











VERNE C. 


PARKER 


Has been advanced to the ad- 
vertising managership of Si-| 
monds Saw & Steel Co., Fitch- 
burg, Mass. He also serves us 
advertising manager of  Si- 
monds Canada Saw Co. Ltd. | 
Vr. Parker's service with the | 
company began in 1918, when | 
he entered the cost department. 
In 1919 he transferred to the | 
advertising department where | 
he worked as assistant to the! 
late Roy D. Baldwin, who was | 
advertising manager until his 
death in February of this vear 





STURDY - PRACTICAL 


SANITARY 
ECONOMICAL 





ADMAT WOOD FIBREBOARD FEEDERS 
CONTAIN NO RESTRICTED MATERIALS! 


Here is the answer to today’s demand for practical chick feeders made of 
“priority-free’’ materials. Admat Feeders are made of high grade, sturdy wood 
fibreboard that will last indefinitely in brooders or indoors. 


Retailers (hardware, seed and feed stores, and hatcheries) welcome Admat 

Chick Feeders because they more than make up for lost metal-feeder sales 
. and because customers like them! 

Admat Feeders are so cheap they can be thrown away and replaced when 

they're soiled, eliminating another chore for the poultryman. . . . have no 

sharp metal edges 








El. - In y carton, an attractive 
~e Counter Display Stand (as illustrated) 
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CAMWK FEEDER _ 
ADMAT. LTD... MANUFACTURERS 


51 








VICTOR ELECTRIC PRODUCTS, Inc. 


DEPT. 


52 


word 


"FAN 


covers .- 
a lot of territory / 


Even before the war there were many types of 
electric fans. There were the 99c kind and huge 
floor models that could almost blow your head 
from between your ears. Today, there are few 


of any kind to be had. 


After the war then, there will be few conven- 
tions to bind a manufacturer to set patterns. 
Why wouldn’t it make sense to have a fan built 
into a bookcase, or maybe a bar, or even dad’s 
footstool? We’re not saying these things are prac- 


tical, mind you-—we’re only thinking out loud. 


One thing you can be sure of is that imagination 
and vision have not been a Victor war casualty. 
Whatever the post-war trend, we promise Victor 


will be up front helping to shape it. 


The Quality Name In 
Things Electrical 





F-232, 2950 ROBERTSON ROAD, CINCINNATI, 
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| John Lucas & Co. Awarded Maritime ‘“M” 


Employees, and 
|dents of the town attended the 
ceremonies held on March 17 at 
| the Gibbsboro, N. J., plant, when 
John Lueas & Co., Inc., Philadel- 
phia, Pa., was awarded the cov- 
eted Maritime “M,” given by the 
Maritime Commission to the firm 


guests 


whose employees have performed 
outstanding and meritorious ser- 
vice in the vital war effort. The 
company is one of the nation’s 
first two paint firms to receive 
the “M” award and is now privi- 
leged to fly the “M” burgee and 
| Victory Fleet Flags. The Labor 
| Merit Insignia was presented to 
|each employee as a gift from the 
| Maritime Commission. 

J. Frank McInnes, regional di- 
rector, U. S. Maritime Commis- 
presented the award. In 
accepting it in behalf of the com- 
pany, Lloyd Collister, vice-presi- 
dent and general manager, told 
ithe large audience present that 


sion, 


he was proud of each employee 
and that ean of Lucas 
paint turned out for the Liberty 
| Fleet was a weapon against Hit- 
ler and Hirohito and the Facist 
tyranny _ that the 


“every 





threatened 
world.” 

Features of the afternoon were 
the mass singing of “America,” 
{the moment of silence given to 
| honor Lucas employees in the 
jarmed forces and the raising of 
th Maritime “M” banner. Pre- 
siding over the entire event was 


| 


resi- | 





Frank F. Whittam, general sales 
manager. Included among the 
speakers were: Hon. Bruce Wal- 
lace, New Jersey Senator; A. E. 
Johnston, manager, Lucas Marine 
and C. S. Hollinger, 
superintendent of 
Lucas plant. 

In the evening, the celebration 
was concluded with a dance at 
the Gibbsboro Town Hall, which 
was attended by a large gather 
ing of Lucas employees and town 
residents. 


Division: 


general the 


S. L. ALLEN OFFERS 
VICTORY GARDEN BOOK 


To encourage and aid in the 
success of Victory gardens, S. |. 
Allen & Co., Philadelphia, Pa.. 
has published a new _ booklet 
which is now available. Written 
in the form of a play entitled 
“Grow What You Eat,” it touches 
on practically all the problems 
that face the amateur gardener 
and suggests the solution through 
the natural conversation of this 
typical American family. 
Throughout the play, many little 
suggestions are given which will 
aid the Victory gardener. The 
fact that it is virtually a true life 
story of a successful suburban 
gardener makes the reader vir- 
tually live each situation. Those 
interested in obtaining a copy ol 
the booklet may do so by writing 
to the company. 





OBITUARIES 





| 
| MAURICE S. SEELMAN 


Maurice S. Seelman, 95, former 
| traveling representative for the 
| American Sponge & Chamois Co., 
| New York and San Francisco, 
| died after a short illness at his 
home in Brooklyn, N. Y. 
| Mr. Seelman had spent 62 
years as a representative of vari- 
firms. He was last 
| connected with the American 
| Sponge & Chamois Co., when he 
| retired at the age of 89 in 1937. 
Surviving are two sons and five 


} ous 


| sponge 


| daughters. 


DAYTON HESSLER 


Dayton Hessler, 
president of the Dayton Hessler 
Co., wholesale hardware distrib- 
utors, Syracuse, N. Y., died re- 
cently in New York City. He is 
survived by his Mrs. 


founder and 


widow. 


OHIO | Kathryn FE. Hessler. 


|a_ trustee of 


HARRY P. BEIGHLEY 


Harry P. Beighley, 60, presi- 
dent of Beighley Tool & Hard- 
ware Co., Pittsburgh, died of a 
heart attack in his room on 
March 1. Mr. Beighley had been 
the Allegheny 
County Workhouse since 1940. 


J. W. RATZ 
J. W. Ratz, of Ratz Brothers 


Hardware Co., St. Louis, Mo.. 
passed away recently after many 
years in the hardware field. EH: 
is survived by his widow, Mr- 
Genevieve Ratz and one son. 


JAMES E. ANDREWS 
James Emott Andrews, founder 
and president of The J. F 
Andrews Hardware Co., Pough 
keepsie, N. Y.. passed away on 
Feb. 20. 
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WPB SUMMARIZES STEPS TO 
ASSURE HOME CANNING SUPPLIES 


| as were made last year, though 
| not enough to meet this year’s 


PROMISE PLENTY OF CLOSURES 


Bans zinc lids but promises four different types 


of closures. 
duction of 


fhe War Production Board on 
March 23 summarized steps it 
kas taken to assure the Ameri- 


can housewife of adequate equip- | 
ment to “put up” the products of | 


her family’s Victory Garden. 
This is the situation in each 
of three fields of equipment 


needed to carry out the huge 
program: Closures (lids, jar 
rings)—-A recent WPB order re- 


leased enough metal to permit 


steel 


150,000 


this year a minimum of 500,000- 
000 jars expressly for home can- 
ning—twice as many as they fur- 
nished last year, more than three 


times as many as in 1941, and 


Initial action taken to permit pro- 
pressure cookers. 


| almost seven times as many as in 
1940. 
Add to these the 3,312,000,000 
| home canning jars filled last year, 
|and available again this year, as 





well as the home canning jars 


| kept in basement or attic and not 


used last year, and there will be 
more than enough. 

Initial action has been taken to 
permit production of 150,000 
pressure cookers, twice as many 


predicted demand. The number 
of pressure cookers has had to 
he limited because of direct war 
need for the critical steel going 
into their manufacture. The cook 
ers, of standard pre-war design. 
to obviate making of new dies, 


will hold seven one-quart jars. 
Plans for their distribution are 
being worked out by the De 


partment of Agriculture. 











Lift Freeze on 


| 
| 
| 
| 


manufacture of almost all types | 


of closures. 


more than 3,000,000,000 new 
ones will be manufactured. And 
it is estimated that more than 


2,000,000,000 old, re-usable covers 
are already in consumers’ hands 
and need only new jar rings. 
Four different types of closures 
are being made. Of these, 634,- 
000,000 will be self-sealing, three- 
piece units consisting of rubber 
ring, flat glass cap, and metal 
screw band. 
000,000 thin metal disks for use 
with a somewhat smaller number 
of metal bands—the fa- 
miliar closures — are 
I Also being 


screw 
two-piece 
being manufactured. 
manufactured are one-piece metal 
caps—some with top seal and 
others for use with shoulder seal 
rubber rings, to be used like 
well-known zinc lids. There will 
than 150,000,000 of 
And there will be 79,200,- 


he more 


the se, 


000 lightning jars, complete with | 


wire clamps, glass lids and rub- 
ber rings. 

Only zine lids are banned. 

Glass jars will be plentiful. 
Now, as in peacetime, 
thrifty housewives are saving for 
re-use in home canning the glass 
jars in which they buy commerci- 
ally packed foods. Each 
glass manufacturers furnish com- 
mercial food packers with about 
1,500,000,000 suitable for re-use. 


In addition, they will produce 


year 
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It is expected that | 


In addition, 2,448, | 


many | 


The government freeze on the 
last remaining item of farm ma- 
chinery needed for spring plow- 
ing, planting, tillage and early 
cultivation of war food and fibre 
crops has been lifted, the De- 
| partment of Agriculture 
| March 24. It is anticipated that 
| distribution directives for all hay- 
ling and harvesting machinery 
| will be issued to manufacturers 


| before April 15. 


| 


said 


Approximately 75 per cent of 
}all types of rationed farm ma- 
| chinery, which was frozen in the 
|department’s order of Nov. 1, 
| 1942, has now been freed for dis- 
| tribution and local rationing 
| through the county War Boards. 
| The freeze was lifted on stock in 
| dealers’ hands on Nov. 28, 1942. 
| and on machinery in manufactur- 
|ers’ branch houses, on Jan. 1, 
| 1943. This left for unfreezing at 
| that only stocks in manu- 
facturing plants which 
| ready for shipment or in a stage 
lof fabrication and 
Sufficient additional materials re- 
cently were allocated by the Wa 
Production Board to complete the 
partly assembled implements and 
machines in those plants. 

The farm machinery rationing 
| branch of the Food 
Administration, in lifting 
| freeze on all except haying and 
| harvesting machinery, has estab 
lished distribution 


time 
wert 


assembly. 


machinery 


Production 
the | 


More 


Farm Machinery Items 


patterns fitting all areas of food 
production in the Nation. Such 
distribution patterns have, from 
time to time since Jan. 8, been 
given to all manufacturers of im- 
plements such as tractors, plows, 
cultivators, harrows, drills, seed- 
ers, planters, rollers, fertilizing 
machinery, sprayers, wagons and 
garden tractors. 

A large number of farm ma- 
chinery and tool items 
never been included in the freeze 
on 1943 supplies and are not now 
rationed. These include general 
barnyard and poultry equipment 
and farm 
ment. 


have 


miscellaneous equip- 


Branches of the Food Produc- 
tion Administration—besides hav- 
ing a nationwide program for dis- 
tribution of all farm machinery 
available this year—now are 
working with the materials sup 
ply and farm machinery branches 
of WPB in planning substantially 
increased production in the lat 
ter half of 1943 and for 1944. 

No farm machinery repair and 
replacements parts and supplies 
have been affected by the freeze 
and rationing program. In the 
of equipment re 
pairs, there are no forms to fill 


matter farm 
out and no formalities to follow. 
Repair parts and services can be 
obtained directly by the farme: 
from his local farm equipment 
shop, or from 


dealer, machine 





| used 


machinery and parts deal 


ers. 








INCANDESCENT LAMP 

STOCKS ARE SHORT 

The incandescent bulb 
age now appears more 
than was first reported. Distribu- 
tors’ stocks 
least 20 per cent with tungsten 
shortage, due to a lack of 
| machine capacity, being augment- 
ed by a diminished supply of 


short- 


serious 


are now down at 


wire 


tungsten cathodes used in fluor- 
escent lamps. Trade sources say 
that bulb supply cannot be in- 
creased itself 


because tungsten 





is short for this purpose. 
Meanwhile, WPB took cogni 
zance of the situation on March 
131. 
L-28 


By an amendment to Order 


civilian bulk use was re 


stricted so that no civilian order 
can be filled until military, ex 
port and industrial orders bear 
ing a rating of AA-5 or higher 
have been filled. 

On April 1 bulb manufacturers 
were told that they could apply 
to WPB for authorization to use 
tungsten and other materials for 
the production of lamps which 
were previously prohibited by 
Order L-28. The WPB Consum 
ers Durable Goods Division esti 
mated that 16,000,000 bulbs will 
be 
consumption in April, in addi- 


made available for general 





tion to those produced for indus- 


trial, military and export users. 
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Whitn ey 


HOUSE BEAUTIFUL 


talk Hamper ideas 


— advertising, such as this half page in 
House Beautiful, Whitney is investing in the future. 
We sincerely believe that consumer acceptance of 
Whitney hampers will make your selling just a little 


easier when we can again supply you with all you 


Oa a 
House Beautiful for April 





NAMP ER. | 


Appearing on Page 84 


Whit 


E PAST . 
gest KNOWN IN TH BES 





House Beautiful for April 


EYVHAMPERS 


NOWN IN THE FUTURE 


A. WHITNEY CARRIAGE CO. LEOMINSTER, MASS. 


To Make 250,000 Ice Boxes 
During the Second Quarter 


26 ice box manufacturers permitted 
to make total of 210,000 for general 


consumption in second quarter. 


Quotas 


and manufacturers are as listed below. 


fo meet essential civilian 
needs, a total of about 250,000 
ice-boxes may be produced dur- 
|ing the second quarter of this 
| year, under the provisions of 
Supplementary Limitation Order 
No. L-7-c as amended March 30 
by the War Production Board. 
Quotas for 26 manufacturers of 
ice-boxes for the second quarter 
of this year total 210,000 for gen- 
eral consumption. In addition, 
the order provides that these 
manufacturers may fill orders 
ratings of 
AA-5 or higher in excess of their 


bearing preference 


quotas, Ice-boxes are produced 
in two sizes under L-7-c. One is 
of about 50-lb. ice capacity with 
3'2 cubic feet of food space, the 
other of about 75-lb. ice capacity 
with five cubie feet of storage. 

No restrictions have been im- 
posed on retail sales. The gen- 
eral public may purchase ice- 
boxes through usual trade 
sources, 

Eighteen of the 19 companies 
in production during the first 
quarter of 1943 applied for pro- 
duction quotas. These were 
vranted as requested and appear 
in Schedule HII of the revised 
order. 

Entrance quotas up to 5,000 
units were granted in the same 
Schedule to eight new  com- 
panies which applied for second 
quarter production quotas. 

The volume of production con- 
templated for the second quarter 
of this year is more than the total 
innual production of | pre-war 
years and represents about a 35 
per cent increase over the present 
first quarter. Despite this in- 
crease in production, the demand 
for ice-boxes is still ahead of 
supply. 

\ release from manufacturers 
and distributors stockpile of gas 
and electric refrigerators has 
been anticipated since war 
iencies with prior claims re- 
cently revised their estimated re- 
quirements, Supplementary Lini- 
tation Order No. L-5-d, as issued 
Sept. 5, 1942, and as amended 
recently, provides the framework 
for distribution under such pro- 
posed release, but the nambér of 
refrigerators to be released;and 
eligibility for retail purchase 
have not been announced as yet. 
Such announcement will'be made 
within the next few days by the 


Consumer Durable Goods Divi- 
sion. 


Pursuant to paragraph (b) 
(2) of Supplementary 


tion Order L-7-c, the following 


Limita- 


production quotas for domestic: 
ice refrigerators are hereby estab- 
lished for the period from April 
1, 1943, to June 30, 1943, inclu- 


sive. During that period, each 


| person named is authorized to 


produce without lim‘t as to num- 
ber, domestic ice refrigerators 
pursuant to orders bearing pref- 
erence ratings of AA-5 or higher, 
provided that he delivers such 
domestic ice refrigerators to the 
person placing such orders prior 
to July 1, 1943, and in addition. 
each person named is author- 
ized to produce the number of 
domestic ice refrigerators set 
forth below opposite his name: 
Number of 
domestic ice 
Name refrigerators 
Alaska Refrigerator Co., 
Brooklyn,,N. Y. 4,000 
American Furniture & Fix- 
ture Co., St. Louis, Mo. 5,000 


American Sanitary Parti- 

tion Co., Long Island 

City, N. Y. 5,000 
Atkins Table & Cabinet 

Co., Brooklyn, N. Y. 3.000 
Broquinda, Inc. of Florida, 

St. Petersburg, Fla. 5,000 
Brunswick Refrigerator Co. 

Brooklyn, N. Y. 4,000 


Coleman Furniture Co., Pu- 
laski, Va. 
Colson Metal Products Co., 
Kansas City, Mo. 5,000 
The Coolerator Co., Duluth, 
Minn. 
George H. Dean, Inc., Nor- 
wood, R. I. 3,000 
Dratch’s Victory Refrigera- 
tor Box, Brooklyn, N. Y. 2,500 
Fy-Boro Metal Products 
Co., Inc., Brooklyn, N. Y. 6,000 


A ppliance 


10.000 


33.000 


Iee Cooling 
Corp., Morrison, Il. 20,000 
Iceland Refrigerator Co., 
Inc., Brooklyn, N. Y. 3,600 
King Refrigerator Corpora- 
tion, Brooklyn, . e - 5,000 
Jack Langston Company, 
Dallas, Tex. 00 
Maine Manufacturing Com- 


pany, Nashua, N. H. 13,500 
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Modern Refrigerator Com- | Seeger Refrigerator Com- | 
vany, Brooklyn, N. Y. 5,000 | pany, St. Paul, Minn. 20.000 
Modern Refrigerator Stoddard Manufacturing 
Works, Glendale, Calif. ‘oud Company, Mason City. : 
| lowa 2.000 
pat oeeneer SAS, Success Manufacturing 
vany, Louisville, Ky. 10 ,000 | Company, Cocniiet 
D. Reeder Company, oe 6.000 
fo Ragen, Salen 5,000 | Ward Refrigerator & Mfg. 
sanitary Refrigerator Co., Company, Lon Angeles, 
Fond du Lac, Wis. 15,000| Calif. 18.000 








Revised Price Ceilings on 
Used Mechanical Refrigerators 


lo assist dealers in repairing 
ind selling used mechanical re- 
frigerators in the face of the 
growing shortages of manpower 
ind materials the Office of Price 
\dministration on March 24 
made general revision of its regu- 
ation governing price ceilings 
and conditions of sale on these 
refrigerators. The new regulation 
iberalizes the guaranty pro- 
visions. Under the new provisions 
the guaranty period for recon- 
ditioned models is shortened to 
1) days. The guaranteed re- 
frigerators are given the same 
eiling prices previously applying 
to sales with a one-year guaranty, 
ind where one-year guaranties 
are still given there may be 
added to the new 90-day guaranty 
naximum prices $5 for 1939 and 
ater models and $10 for those 
f 1938 and earlier. 

OPA an- 
i1ounced a tightening up of con- 
trols in this field by bringing 
sales of used refrigerators by in- 
lividual householders under price 
eilings for the first time. Dol- 
ars and cents price 
ilso inaugurated on 
refrigerators, with 


Simultaneously 


control is 
rentals of 
maximum 


rental rates fixed for the most 
wopularly price-classed refrige- 


rators at $2.50 to $4.50 monthly 
ind a delivery and pick-up charge 
»f $5.50 also allowed. Standards 
f reconditioning are simplified; 
i special price provision is made 
vhen new or factory rebuilt units 
re sold with the used refrigera- 
ors; an 


easier formula is pro- 
led for pricing 1940 and earlier 
nodels not specifically given dol- 
irs-and-cents ceilings, and cer 
iin maximum prices have been 
revised upward to correct inequi- 
s prevailing previously. 
regulation effective 
April 15 is Revised Maximum 
Price Regulation No. 139 (Used 
Household Mechanical Refriger- 


itors). 


The new 


Under the original regulation 
‘rice control over used refrigera- 


‘tors was confined to sales in the 


ourse of trade or business, and 
Orivate owners could sell at any 
APRIL 15, 1943 


price they could get. Now ceil- 
ings will be the same for house 


holders as for dealers. 


NOW PERMIT MAKING OF 
60 IN. POULTRY NETTING 


Permission to manufacture a 
third width of poultry netting, 
not previously permitted by 
Order L-211, is contained in 
Schedule III to the order as 
amended March 31 by WPB. 
Until the date of the amendment 
the schedule permitted the manu- 
facture of widths of 
poultry 


only two 
netting, one 48 in. in 
width and the other 12 in. in 
width. The third 
mitted by the amended order, is 


width, per- 


60 in. in width— a style in de- 
mand for agricultural purposes 


It is pointed out 
amendment schedule, is- 


in the south. 
that the 
sued on the recommendation of 
the Department of Agriculture, 
steel 


would have 


otherwise 
been wasted if the 
60 in. netting had 
been met by the joining of the 


will save which 


need for the 


two previously permitted widths. 








WARNING TO THE 
TRADE 


Repeal, revocation or 
modification of any price 
regulation does not re- 
lease any person from 
liabilities or penalties in- 
|curred under the regula- 
|\tion before it had been 
| changed, the Office of 
| Price Administration em- 
phasized April 2. 


This was made clear in 
Supplementary Order No. 
40, effective April 2, 1943. 

The order does not es- 
tablish a new policy, OPA 
pointed out, but simply 
clarifies the stand which 








always has been taken. 





Guided by DECALS 


Today Meyercord Decals are playing a vital role in guiding 
—and guarding—giant bombers through three-dimensional 
space. Certain bombers use Meyercord Decals in as many 
as 233 places. Others use decals for operating instructions, 


dial markings, numerals and exterior insignia. Still others 
use fluorescent markings on the instrument dials them- 
selves. When daylight fades they are still visible to pilots 
and flight engineers through the use of ‘‘black light’’. Uncle 


Sam has found decals preferable—under test. So will you! 


Meyercord Decals will help guide your engineers to time- 


and-material savings. They provide full-color, high-vis- 


ibility, tamper-proof identification for nameplates, dials, 
patent data, serial numbers, etc., eliminating the use of 
critical They are 


adapted to any surface, are uniform, durable and washable. 


materials. quick and easy to apply, 


No protruding edges, no screws, rivets or bolts. The blue 
prints of many manufacturers specify Meyercord Decals 
right at the start. service. 


; ‘ : , . 
Free engineering and designing 


Write Department 1144. 





There's a Decal for 
every identification 
job. Special prob- 
lems invited. 


FAST * COLORFUL * DURABLE 


IDENTIFICATION 


MEYERCORD DECALS 


THE MEYERCORD CO., 5323 W. Lake St., Chicago, Ill 
==? 








“For Continued and Determined 
Effort and Patriotism’ 


WAR DEPARTMENT 
Office of the Under Secretary 
WASHINGTON, D.C. 


February 13, 1943 
To the Men and Women 
of the Utica Plant 
Savage Arms Corporation 
Utica, New York 

I am pleased to inform you that you have 
won for the second time the Army-Navy Pro- 
duction Award for meritorious services on the 
production front. 

You have continued to maintain the high 
standard that you set for yourselves and which 
won you distinction more than six months ago. 
You may well be proud of your achievement. 

The White Star, which the renewal adds 
to your Army-Navy Production Award flag, is 
the symbol of appreciation from our Armed 
Forces for your continued and determined 
effort and patriotism. 

Sincerely yours, 


Robert P. Patterson 
Under Secretary of War 


SAVAGE 
STEVENS 
FOX 








Controlled Merchants Under 
L-219 May Swap Consumer 


Merchants whose _ inventories 
are controlled by provisions of 
Order L-219 (Consumer 


Inventory 


Goods 
Limitation) are 
exchange 


per- 
mitted to consumers’ 
goods with other merchants even 
though their stocks on hand ex- 
ceed the limits prescribed by the 
order, the War Production Board 
ruled March 26. Such exchanges 
will be considered receipts of 
goods only to the extent of the 
difference in the dollar value of 
the goods received and the goods 


transferred. 


Controlled merchants exchang 


ing goods on a “barter” basis 
are governed by specified condi 
tions. These inelude: 


1. They must include in com 
putation of their monthly or 
quarterly receipts for the period 
involved the 
they 
transferred from their stocks. 

2. monthly or quar 
terly receipts up to the date of 


excess in value of 


goods receive over those 


their 
the exchange equal their allow- 
able receipts for the period, a 
difference of not than 5 
per cent in the value of the goods 
exchanged is permissible. 


more 


Merchants are prohibited from 
including in their net 
used in computing projected sales 


sales 


for succeeding quarterly periods 

the amount trans- 
ferred by practices or 
otherwise represents de- 


of goods 
barter 
which 
parture from their ordinary busi- 
ness practices. 

The provision covering status 
of imported goods in transit is 
intended to enable importers to 
hold in a_ bonded 
goods which they are not in a 
position to refuse under present 


warehouse 


shipping conditions—even though 
acceptance will result in 
their exceeding their allowable 
receipts in any given quarter. 
Under the provision, dutiable 
imported consumers’ goods are 
transit” and 
therefore not included in inven- 
tory—until the import 
paid. 


such 


considered “‘in 


Other changes are: 

1. Legal effects of occasional 
transfers of goods by establish- 
ments in the same ownership 


Goods With Others 


order when they are made part 
of mercantile inventory. 


Constituent establishments ot 


an ownership group may not con 


sider as sales the goods ex 
changed among the several estab 
| lishments. 

2. An alternative is provided 


duty is | 


group are clarified through a re- | 


vision of Paragraph (f) (2) in 
the order. 
where such jointly-owned estab- 


It is now clear that | 


to the previous method of deduct 
ing from inventories the value of 
goods frozen as a result of gov 
ernment action. 

The alternative is this: A 
merchant may, each quarter, de 
duct a percentage of the total 
cost value of frozen goods in his 
mercantile inventory at the be 
ginning of the second quarterly 
period of 1943 inventory year. A 
sliding scale table is provided in 
the order showing the percentage 
to be deducted at the beginning 
of each succeeding quarter until 
the third quarter of 1944. After 
this date, no deduction will he 
allowed for frozen inventories 

In addition, a more precise 
description of military and naval 
apparel which does not have to 
be included in mercantile inven- 
tory is provided. Such apparel is 
limited to that labeled or 
stamped either, “As authorized 
by the U. S. Army,” or, “Made 
and sold under the authority of 
the U. S. Navy.” 

3. Relief is given to companies 
who keep their books on a thir 
teen-period fiscal year basis 
through employment of an addi 
tional option in the order for 


computing receipts and inven 
tories. 
1. Data to be submitted with 


applications for relief from the 
order will be more complete as 
a result of a requirement that 
all relevant information must be 
included in a letter in triplicate. 
stating the reasons for the ap 
peal, and also by requiring that 
such appeals include Form PD 
689 and PD-690 filled out as 
completely as possible. 

5. “Ice” is added to List A of 
the order which qualifies some 
merchants for exemption from 
the order. 

6. Paragraph (1) (3) (ii) is 
changed by adding 1/3 of mark- 


downs to the 1/3 of net sales 
previously permitted. 

7. It is made clear that all 
|communications regarding _ the 


lishments receive goods from | order should now be sent to the 


their own manufacturing firms, | 
the receipts become subject to | vision, 41 East 42nd Street, New 


the inventory controls of the 


Wholesale and Retail Trade Di- 


York, New York. 
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E-5-a Limits Precision 


Tool Sales 


To Authorized Users, After May 1 


\ provision making it easier 
tor machinists and other workers 
to obtain new gages and pre- 
cision measuring hand __ tools 
needed in their employment is 
an important feature of General 
Preference Order E-5-a, issued 
March 26 by the War Production 
Board. Workers heretofore have 
found it difficult to obtain hand 
tools on the A-10 rating per- 
mitted them. The order covers 


the distribution of new gages 
and precision measuring hand 
tools such as micrometers, ver- 


niers, calipers, and other pre- 
cision tools and measuring de- 
vices used in industrial produc- 
tion, whether sold to the manu- 
facturer or to the individual em- 
ployee. 

and de- 
producers or dis- 
tributers to approved users, other 
distributors, and approved em- 
ployees as these three categories 
are defined in the order. 

After May 1, 1943, sales and 
deliveries to approved users and 
distributors are permitted only on 
purchase orders bearing prefer- 
ence ratings of A-9 or higher. 
Such purchase orders must also 
be accompanied by a statement 
to the effect that they will not 
incease the purchasers’ inven- | 
tories beyond a 30-day supply. 


E-5-a restricts sales 


liveries by 





The new order assigns a pref- 
rating to individual 
who require 
Their pref- 
erence rating is the same as that 
assigned by CMP Regulations to 
their employers for maintenance, 
repair, and operating supplies. 
For example, an employee of an 
ammunition plant would be en- 
titled to use a rating of AA-1 on 
an order for a tool of this type 
required in his job, since that 


erence 
workers precision 


tools on their jobs. 


rating is assigned to ammunition 


plant’s maintenance orders by 
Schedule I of CMP Regulation 
No. 5. Precision tools may be 


purchased in this way only on a 
preference rating of AA-2X or 
higher and must be accompanied 
by a certification of the worker 
and his employer to the effect 
that the tool is required and that 
the worker does not own a simi- 
lar tool capable of use in his em- 
ployment. This rating provision 
becomes effective immediately; 
other provisions of the order on 
May 1, 1943. 

The War Board 
also revoked General Preference 


Order E-5 as of May 1, 1943, 


Production 








since the subject matter of this | 


order will be covered after that 


date by General Preference Order | 


| E-5-a. 








Steel Distributors Hear About 
Schedule 49 and CMP Changes 


It was explained that the new | 


\ new CMP order, covering 
delivery of general steel products 
from producers to distributors 
whose customers, in turn, will 
use the steel for resale was ex- 
plained, March 29, at a meeting 
in the Hotel Commodore, New 
York City, to more than 400 
members and guests of the Steel 
Distributors Institute. A major 
change in Price Schedule No. 49, 
covering resale of iron or steel 
products, and a liberalized policy 
on sales of Steel Recovery steel | 
to warehouses was also an- 
nounced. 

Amendment No. 14 to Price | 
Schedule No. 49 will set up four 
price zones in northeastern U. S. 
and will later be followed by | 
establishment of similar zones 
throughout the country E. L.| 
Wyman, chief of the steel ware- | 
house and jobbers’ unit, OPA 
announced. A price component 
index for each zone will show 
in dollars and cents prices dis- 
tributors may charge for most 
heavy steel items. 








APRIL 15, 1943 


CMP M-21-b-1, effective 


order, 


April 1 governs deliveries by dis- | 


tributors to other distributors. A 
new form CMP 11, implements 
the order. On this form, general 
steel items must be ordered for 
shipment in 90 days, while mer- 
chant products may be ordered 


for 30-day shipment and alloy | 


items for 110-day shipment. 

A Oram Fulton, assistant direc- 
Steel Division, WPB, 
warehouses may buy as much idle 


tor, said 
and excess inventory steel, listed 
by the Steel Recovery Corp. as 
As this SRC steel is 
sold by the warehouse, it may 
add sales of 


they wish. 
such sales to its 
stock from producers, up to its 
quota, as a basis for reorders 
from producers. However, though 
the warehouse may buy and sell 
an unlimited quantity of this 
SRC steel, it may not exceed its 
quota in using it as a basis for 
reorders. 
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MARKET TO BE EXPANDED 
THROUGH 


NATIONAL ADVERTISING 





The dramatic story of Waterproof Ironing will 
now be told to the 26,000,000 flatiron users. Space 
in these leading consumer publications will be 


consistently used throughout 1943. 


For your post war selling keep your eye on this 
revolutionary ironing aid. Consumers will be de- 
manding the pad that makes ironing easier while 
saving time and electricity. National advertising 
will build your future sales while our factory is 
busy making waterproof suits for Uncle Sam. 


THE SUNLITE MFG. COMPANY 


MILWAUKEE, WISCONSIN 


puri te 
IRONING 
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PROTECTION 


on the home front is 


helping to win the war 

’ 

Every home owner realizes the patriotic + 
necessity for protection of his property. 
You and we know that only the best 
finishes will give the expected protec- + 
tion. You ean fill this need... and make 


permanent customers. 


* 


Every Martin-Senour product has 







the reputation, the appearance, the 
quality to build profitable, perma- 


nent business for you. 


THE MARTIN~SENDUR U0. 
She Howe f Quality 
2520 QUARRY ST. Branches and Distributors 
CHICAGO, ILLINOIS 


PAINTS 


VARNISHES- ENAMEL 


eee 


in Principal Cities 





It’s New! It’s Better Than Ever! 


MINUTE MOP 


Orders One Finish for Axes 


Hatchets, Light Hammers, Etc. 


WPB Schedule II, Order L-157 also 


limits forged axes, hatchets, adzes, 


broad axes and 
113 numbers. 


Handle 


to not 


items. 


ited 


Further simplification of forged 
axes, hatchets, adzes, broad axes 
and light hammers has been ef- 
fected by WPB through issuance 


| of Schedule II to Order L-157 as 


| effect April 15. 





ann DRAINER. 


* New Features ! 
New 8-ply long fibre cotton 


cord mop-head. New ad 
justable drainer fits any 
pail! New money - back 


guarantee behind MINUTE 
MOP! 


* New Sa'es Power ! 


Houseware Departments 
everywhere found the orig- 
inal MINUTE MOP a 
sure-fire seller. One store 
sold over 500 in ONE 
DAY! Another sold 13,000 
in 22 weeks others 


average 3 gross a week! 


& New Profits ! 
The new MINUTE MOP 


is available for immediate 
delivery. Write for our 
special demonstration and 
advertising deal that will 
introduce it to your cus- 
tomers, 


Minute Mop Co. 
2225 Ca'umet Avenue 
Chicago, Illinois 








BUSY HOUSEWIVES NEED IT! 


This all-purpose mop cleans,everything, 
from floors and walls to even autos. 
Keeps hands out of water. Saves tire- 
some wringing, stooping, rplashing. 
Drainer fits any pail and drains mop 
quick as a wink. No mechanical parts 
for women to fool with. 





| and 


amended. The order goes into 
Grades, as such, 
have been eliminated. For in- 
three types of finishes 
previously were allowed, rough 
polish, smooth polish and forged. 
Only the forged finish will be 
permitted in the future. 


stance, 


Handle specifications also have 
been eliminated, and the prod- 
ucts may be supplied with or 
without handles. The handles, 
however, must be limited to not 
more than three styles, as se- 
lected by the manufacturer, for 
any one pattern of axe, hatchet, 
broad axe, adze or light ham- 
The schedule makes a ma- 
terial reduction in the number of 
items permitted to be manufac- 


mer, 


more 


light hammers to 


Was previously 346 


lim- 
styles. 


specifications 


than 3 


tured. Forged axe items will be 
reduced from 147 to 45, forged 
hatchets from 42 to 13, forged 
adzes from 16 to 9, and forged 
light hammers from 141 to % 
The previous total of these items, 
346 is cut to 113. 


The change was ordered be- 
cause after about six months of 
production under the original 
Schedule II, it was realized that 
simplification as embodied in that 
schedule did not go far enough 
The schedule was amended after 
consultation with various pro- 
curement agencies and the indus- 
try advisory committee interested 
in these products. The limita- 
tion on the number of different 
forged axe items permitted to be 
manufactured does not apply to 
orders for export under a license 





issued by BEW or to fill an 
order of a lend-lease govern- 
ment. 








TWO PRICE ANALYSTS 
APPOINTED TO OPA 


Two appointments to the Con- 
sumer Durable Goods Branch 
were announced recently by the 
Office of Price Administration. 

George S. Ujlaki has been ap- 
pointed supervisory price analyst, 
with supervicion over hardware, 
housewares, mill supplies, radios 
musical instruments, sport- 
ing goods, bicycles, batteries and 
related miscellaneous items. 

William Ehrlich has been ap- 
pointed supervisory price analyst, 
with supervision over furniture, 


| bedding, floor coverings, comfort- 


| games, and baby carriages. 


ers and quilts, venetian blinds, 
window shades, awnings, toys, 
He 
also will supervise a new Distri- 
bution Section set up in the Con- 
sumer Durable Goods Branch. 
Harvey C. Mansfield will con- 


| tinue to exercise supervision over 


household appliances, washing 
machines. store and office fixtures 
and equipment and _ supplies, 
medical, optical and funeral sup- 
plies, lamps, china, glass, deco- 
rative accessories, watches, jewel- 
ry, silverware, luggage, notions, 


clocks and some miscellaneous 
items. Mr. Mansfield also will 
continue to function as Associate 
Price Executive. Each supervi- 
sory price analyst has answering 
to him a number of unit chiefs 
in charge of specific commodities. 


A CORRECTION 


In an item published on page 
87 of the March 4 issue of 
HarpwareE ACE it was_ incor- 
rectly stated in a paragraph con- 
cerning mod:fication of Order 
L-170 that “barn equipment, up 
to 30 per cent of a maker’s pro- 
duction, also may class as re- 
pairs and be stepped up to 167 
per cent. The remaining 70 per 
cent of the maker’s output will 
take his new products quota.” 
This statement should have read, 
“Certain items of barn equip- 
ment up to 30 per cent of a man- 
ufacturer’s production may be 
classified as repairs and this dol- 
lar value (30 per cent) added 
to his repair quota. The remain- 
ing 70 per cent will be subject 
to the new products quota.” 
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Priorities Reg. 11A Amendment Sets 
Procedure for PRP Units to Get Materials 


By an amendment of Priorities 
Regulation No. 11A, issued April 
| by the War Production Board, | 
Production Requirements Plan 
units which do not process the 
materials listed in Regulation 
No. 11, but purchase only fabri- 
cated items or materials other 
than those listed, may now apply, 
during the calendar quarter be- 





Previously, Regulation No. 11A 
limited use of first-quarter ratings 
by a PRP unit during the second 


|quarter to the amount of un- 


listed materials and of fabricated 
items needed to balance the 
listed materials it was authorized 
to receive. Thus, until the April 
1 change, assembly plants and 
other companies which _ previ- 


LEADING 
IN POPULARITY 






































sinning April 1, the ratings they | ously operated as PRP units, but 
were authorized to use by their} did not require listed materials 
first quarter PD-25A and PD-25F | in their output, had no general 
‘I be certificates to the same quantities | procedure _ for obtaining the 
of fabricated items and unlisted | needed production materials dur- 
orged materials. | ing the second quarter of 1943. 
orged 
orged | ‘er 
0 46 = 
tems, pe, ih 
NEW STORAGE BATTERIES | WPB PERMITS INCREASED “sais 
1 be FOR FARMERS WITHOUT |CAN OPENER PRODUCTION | ve “ki. 
hs of TURN-IN REQUIREMENT To relieve a shortage of an es ogee silver. Aint 
ginal As recently stated in Harp-| sential kitchen utensil, restric- | with ee beautiful pode 
that WARE AGE, “new or rebuilt elec-| tions on the production of tin | radiantly is bringing Pa 
a that tric storage batteries for automo-| can openers have been eased by ine Oe hardware a 
ough tive replacement may now be] WPB order L-30-d. | new profits woe ture it. a 
pe ae nga seg? for operating The production of can openers | ! é Rad TH dealers who Saee i 
= a lg a P aig ies ned a ae heretofore held to 35 per cent of | me in. S. : Specia a for the a 
ested steed — ” Qs pee . on those made in the twelve months assormen pee oe 
mita- 23 “m a T | ending June 30, 1941, is now per- | hardware y 
| der L-180, as of March 6, re-|_. e , ‘ 
erent ; mitted up to 50 per cent of this | 4 
quires the following statement be eee sede ; 
to be signed by the purchacer: Electric | , 
ly to Fence or Farm Equipment User’s ’ ae ; 
, a Certificate—I hereby certify pond ,* 5-4 wana wae?” , Par i 
(iis the battery purchased - . 
rere ae ey mew! CRDER 9-100 NEVORED | ny Gal bre) |: 
zs | ond introducing 
nection with an electric fence or Preference Rating Order P-100 | . 
other farm equipment; that I| has been revoked as of April 1 | 
— have previously not used a stor-| and the A-10 rating provided 
age battery for this purpose and,| under it may no longer be | 
eaieal therefore, have no used battery | originated by purchasers. Of 
will to turn in.” This statement, in| course, ratings under P-100 
eiate such a case must be signed by | which are being extended may 
pervi- the purchaser, whose address | be used to replace such mer 
ering shall follow his signature, to- | chandise as is obtainable on 
shiets gether with the date. The user’s | this rating. 
lities. certificate is to be retained by All of the “producers” per- 
the dealer. mitted to use the A-10 under P- 
a | 100 qualify for one of the main- The | 
CONTINU | tenance, repair and operating ) le latest triumph 
E RESTRICTIONS | : ‘ : Ta) | 
supplies ratings authorized by 9'assware, It’s 
page ON MANILA CORDAGE cP Regulations No. 5 and SA. that subtle, satin 
e of Present restrictions on sale and | CMP Regulation No. 5 pro- Pastel tinted line ae 
incor: delivery of manila cordage will | vides an AA-I for those busi- | To) refreshingly delicate 
| Con: ‘ontinue in effect during the next | nesses included in Schedule | | SO aristocratic, A e 
Order three months and each succeed- laut an BASE tee Gam he line “a vale wide 
t, up ing quarter, under provisions of | Schedule II. The A-10 rating may Vases, figurin oe 
; pro- Order M-36 (manila fiber and | be used by those producing any | Pieces f Tol ale | 
is Te manila cordage) as amended | products or conducting any Occasi il every 
» 167 \pril 1. v | business not listed in Schedules from mee Order 
0 per Under the restrictions, cordage |] gnd IL tod your jobber && 
- will processors are prohibited from | , : Oday. 
oat selling or delivering in any one | CMP Regulation 5A provides 
read. quarter more manila cordage | the ratings which may be used REN ty =o ; . 
quip- than 124% per cent of their basic by Governmental Agencies and cr aig fhe tad tes Fans ty, UE 2 at 2 * 
at monthly poundage, as defined in by institutions. 6 
vy be the order. Of this amount, no Wholesale distributors and re- ; 
s dol- more than 20 per cent can be | tailers purchasing maintenance, Century Melalerafl 
1dded sold for civilian uses listed in the | Tepair and operating supplies 
main- order. for their own establishments use Main Office ZA Ralph Higgins 
biect Order M-36. as previously is-|the A-10 rating under CMP 5960 Broadway 00. Merch. Mart 
9 sued, expired March 31. Regulation No. 5 Chicago, III. Chicago, Ill. 
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April 15, 1943 phosphate, and potash, in certain locali- 





Advances 


Sponges (OPA). Some silverware 
items (OPA). 
Broom corn. Brooms (OPA). 





Sponges marked up—War- 
time restrictions on operations of the 
sponge-fishing fleet off the Florida Coast 
have caused OPA to authorize increases 
of from 12 to 14 per cent in maximum 
prices for sponges at the packer level. 
This amendment to regulation 267 be- 
came effective Apr. 8. Maximum prices 
at both packer and distributor levels are 
stated in dollars-and-cents per pound, 
f.o.b. warehouse. 

* * * 

Toilet tissue weight Manu- 
facturers of toilet tissue and paper 
towels who undertake to reduce basic 
weights at the War Production Board’s 
request may continue present ceiling 
prices temporarily, provided they can 
obtain written permission from the 
Office of Price Administration. This 
authority is provided by amendment to 
price regulation 266, effective Apr. 5 

* . > 

Change radio parts pricing 
Wholesale and retail pricing methods 
on sales of new radio and phonograph 
parts may now be set by the same OPA 
orders which establish manufacturers’ 
ceilings for these products. Price Regu- 
lation 84 which hitherto has set manu- 
facturer ceilings only, is changed ac- 
cordingly in an amendment effective 
Mar. 30. 

* * . 

Silverware increases — Maxi- 
mum prices of manufacturers, whole- 
salers, and retailers for 12 specified 
lines of finished silverware and other 
articles containing newly-mined domes- 
tic silver (delivered after Mar. 23) may 
be increased by 36 cents for each troy 
ounce of fine silver the article contains, 
by recent OPA order. The following 
lines are affected: Silverware, jewelry, 
ecclesiastical ware, jewelry findings, 
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ties and under particular conditions. 
Under the new amendment, a dealer 


insignia, fountain pens, mechanical must observe the manufacturer’s price 
pencils, watch cases, mirrors, tinsel, to consumers only when the manufac- 
zippers, and eye glass and spectacle turer’s price schedule specifically sug- 
frames and mountings. gests that such a price be charged by 
ott le dealers, or, if the schedule recommends 
Ammunition for pest control dealer’s margins, those must be ob- 
Early this year, WPB released certain served. Otherwise, a dealer may add 
types of ammunition, for sale in small to his cost a margin no greater than 
lots to farmers and others for pest con- that provided in Appendix C of the 
trol. At first, lots of 50 loaded shells Regulation. The amendment further 
were authorized—last month reduced to modifies maximum prices for Victory 
25 shells per farmer, per quarter. There Garden fertilizers, to reflect the differ- 
has been no change or withdrawal as to ence between the cost of organic nitro- 
the cartridge allotments released for gen originally required in such fertilizer 
pest control purposes. and the lower cost of chemical nitrogen, 
i ah now authorized by the Food Production 
Fertilizer ceilings—On Mar. Administration. Provision also is made 
23, by amending Price Order 135, OPA for the establishment of maximum prices 
modified ceiling prices to dealers and for specialty fertilizers as distinguished 
consumers of mixed fertilizers, super- from ordinary agricultural fertilizers. 





Wholesale Hardware Sales 
By Geographic Regions, for February, 1943 


(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 
TOTAL HARDWARE 











SALES REPORTED | SALES-YEAR-TO-DATE 
| Percent Change 
REGION February 1943 Thousands of Dollars | } 

from | | Percent | _ Two Two 
wee ee Eee ______| Change | Months | Months 

Number | | from | 1943 | 1942 

of Feb. Jan. Feb. Feb. Jan. | 2 mos. (Add | (Add 

Firms | 1942 | 1943 | 1943 | 1942 | 1943 | 1942 | 000) 000) 
New England 21 —20 —7 | $736; $924; $792) —17 | $1,547| $1,868 
Middle Atlantic 106 - 3 +10 7,258; 7,501; 6,581 —4 | 15,460; 16,178 
East North Central 51 —12 +22 §,415| 6,136) 4,444) —22 10,570, 13,546 
West North Central. 35 22 | +20 | 4,282 5,457| 3,566; —29 | 7,871 11,131 
South Atlantic 49 —14 +4 3,467; 4,009 | 3,324 —19 6,964 8,64 
East South Central 22 16 ae 4 2,314| 2,740 2,298; —23 | 4,918 | 6,389 
West South Central 27 —11 +65 | 4,311 4,840| 4,103 | —16 8,917 10,565 
Mountain 8 19 ~2 | 574) 712; 584| —14 1,173 1,363 
Pacific 29 +12 +5 | 8,690} 7,772 8,302 | +7 | 19,020 17,730 
U.S.TOTALa....| 352 —-8;} +9 | 37,129 | 40,199 34,068; -—13 | 76,752; 87,781 

| 
Bureau of the Census Current Statistical Service 


a Includes data for 4 firms not allocated to geographic regions. 
*States comprising regions: 

New England—(Conn., Maine, Mass., N. H., R. L., Vt.) 
Middle Atlantic—(N. J., N. Y., Pa.) 
East North Central—(lIll., Ind., Mich., Ohio, Wisc.) 
West North Central—(lowa, Kan., Minn., Mo., Neb., N. D., S. D.) 
South Atlantic—(Del., D. C., Fla., Ga., Md., N. C., S. C., Va., W. Va.) 
East South Central—(Ala., Ky., Miss., Tenn.) 
West South Central—(Ark., La., Okla., Texas) 
Mountain—(Ariz., Colo., Idaho, Mont., Nev., N. M., Utah, Wyo.) 
Pacific—(Calif., Ore., Wash.) 
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This 


RBeW 


ADVERTISING 


HELPS STIMULATE 
WORKERS’ WILL-TO-WIN 





a 







RB & W offers your customers a free series of posters to remind workers that 
their careful, precise workmanship is a matter of somebody else’s life or death. 


This emergency service is offered to your customers through the R B & W adver- 
tisements appearing in leading magazines...the posters therhselves utilize the illus- 
trations in the ads. You, too, are invited to offer these posters to your customers. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


[Pr \ 
| ae at &. YY she and AMied Pastening Products... Since 1845 












Factories at: Port Chester, N. Y., Rock Falls, lil., Coraopolis, Pa. 
Sales offices at: Philadelphia, Chicago, Chattanooga, Los Angeles, Portiand, Seattle. 





APRIL 


15, 





1943 











modified 
Maximum prices for new deliveries of 


Broom ceilings 


brooms made from broom corn were in 


creased 10 per cent by OPA on Mar. 
23, to enable many manufacturers now 
operating at a loss to continue in busi 


ness. Previous ceilings, reflecting 


March, 1942, prices were set by the — 
General Maximum Price Regulation. Percent Change | 
REGION February 1943 
; from 
deliveries of brooms after Mar. 23. Re | —--— ——-- 

; Number | 
tailers and jobbers are not authorized of Feb. Jan. 


to make up inventories of brooms now wisn =— nde 


The higher prices may apply only on 


on hand. Inereases in total factory 


é New England 14 20 b 

costs resulting from increases in prices Midr'le Atiantic 68 29 1 | 
aid { OA? East North Central 35 31 —10 
paid for the 1942 broom corn crop, West North Central 22 24 iy 
OPA cold. evccaned enate South Atlantic 33 ~37 b 

tid, averaged approximately 10 East South Central 9 ei 2 
per cent during the past nine months West South Central 19 -23 3 
Mountain 6 —1 1 
Broom corn prices, which were not Pacific 16 23 b 
brought under control until Feb. 25. U.S. TOTAL a 205 27 3 


1943, rose steadily during the last half : _= — © 


of 1942. Under the new order, manu Quend etn 
facturers are required to attach a tag to 


each broom delivered after Mar. 23, b Less than 0.5 percent. 





1943, on which they have advanced their 


Wholesale Hardware Inventories 
By Geographic Regions, for February, 1943 


(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 


TOTAL HARDWARE 





END-OF-MONTH INVENTORIES (Cost) | STOCK-SALES RATIOS 


Thousands of Dollars } 


Jan. | Feb. | Feb. | Jan. 
1943 1942 | 1943 





91,258 | $1,564) $1,263; 226 | 230 | 212 
6,480; 9,116) 6,573; 128 171 | «(144 
8,245 | 11,924) 9,154| 200 | 252 296 
,166| 10,797) 8414) 239 | 236 | 303 
3,128, 4,950) 3,131; 143 | 206 | 182 
1,805, 2,898) 1,841) 156 | 198 | 156 
5,772| 7,498; 5,927; 203 | 248 | 219 

742| 836, 752) 310 | 278 | 289 
9,421| 12,265| 9,419; 174 254 | = 204 

| 

45,098 | 212 


61,960, 46,562) 180 | 226 
| | 





Current Statistical Service 


a Includes data for 3 firms not allocated to geographic regions. 


Stock-sales ratios are rereentages obtained by dividing the cost value of stocks by sales 


prices 10 per cent. The tag must bear for an identical group of firms. 


this statement: “OPA has authorized 





the sale of this broom by the manufac 
turer, the wholesaler, and the retailer 
at a price 10 per cent higher than the broom has been delivered to the con 
seller’s March, 1942, ceiling price.” sumer. Every seller delivering broom 


This tag may not be detached until the corn brooms to a retailer is required 


SET SCREWS of any size or style 


you need are made by 


CLEVELAND 


bh 


nl 


Cup-Oval-Cone-Flat-Dog 


| 


PERDEDDE 







@ Besides your advantage of 
being able to secure a wide 
range of styles and sizes in 
square head or headless 
Cleveland Set Screws, the 
assurance of quality is im- 
portant. Made to close toler- 
ances—Class 3 fit—carefully 
case hardened—high tensile 
strength—they meet the 
most rigid requirements. 


THE CLEVELAND CAP SCREW COMPANY 


2917 EAST 79TH STREET e CLEVELAND, OHIO Write for samples and prices. 












Cleveland Cap Screws 


Set Screws and Special Upset Parts [chicaco.726 w. Washington Bivd, 


PHILADELPHIA . . 12th & Olive Sts. 
NEW YORK. .... 47 Murray St. 
LOS ANGELES . . . 1015 E. 16th St. 












Madeby the Originators of the Kaulman Process for Greater Strength and A acy 


Specialists for 26 years in Headed and Threaded Products 
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also, at or prior to the first invoice after 
Mar. 23, to give written notice to the 
retailer when using this authorized 
change in ceilings. 


* . * 


Regional building materials 

To meet problems created by acute 
local shortages in regionally produced 
building materials, OPA has authorized 
regional administrators of OPA to pro 
vide individual adjustments of maximum 
prices for manufacturers in cases where 
certain wartime shortage factors exist. 
This plan of adjustment can be applied 
only by manufacturers of the following 
building materials specifically listed in 
the amendment. These are customarily 
produced regionally because of their 
heavy weight and the heavy charges to 
transport them: Concrete blocks, tile 
and other products, structural clay prod 
ucts—brick, tile, etc., sand, gravel, slag. 
cinders and basalt, crushed stone, rough 
stone and dimension stone and ready 


mixed concrete. 
* * * 


Harness rule relaxed—-WPB 
Order M-273-a, which temporarily pro- 
hibited deliveries of harness leather held 
by tanners and dealers, except in mak 
ing harness for farm and draught ani 
mals has been revoked. Further sup 
plies of harness for farm and draught 
animals will be made available under 
Order M-273, a more comprehensive 
order which restricts the use of cattle 
hide and calf and kid skin leather to 
the manufacture of military and speci- 
fied civilian products, including harness. 
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Garden hose—The supply situ 
ation has not improved on garden hose 
Due to the allocation of reclaimed rub- 
ber, factories are limited in production, 
and are only trying to take care of their 
old customers, shipping partially as 
their receipts of raw material permit. 
It will be several months longer be 
fore factories have completed old orders 
they have had on their books, if indeed, 
they will be able to complete shipment 
at all. 


Wagon repairs—chain—W ith 
the current difficulty in obtaining both 
wood and steel, shortages are certain 
this Spring on wagon irons, and on 
ironed wagon stock, singletrees, double- 
trees, etc. It now appears that manu- 
facturers are gradually improving their 
position to supply those types of chain 
which are used on the farm, such as 
tie-out, halter and harness chains. Pro- 
duction has been started and some ship- 
ments have moved forward. Trace 
chains seem likely to be short all sea- 
son, as the demand has enlarged greatly. 
Industrial welded chain, especially in 
the heavier sizes, cannot be obtained 
without high ratings, because of the 
tremendous government and lend-lease 
demand. All unnecessary special finishes 
have heen eliminated, and only the 
plain tumbled finish is available. 


* * * 


News of toys—There are many 
manufacturers making very many types 
of paper toy items. Wood toy manu- 
facturers have now had a season’s ex- 
perience, and some are making very 
good imitations of the former metal 
trucks, tanks, fire engines, etc. Most 
manufacturers are limiting this year’s 
sales to last year’s dollar volume, but 
growing scarcity of wood and labor may 
prevent their filling even this amount. 


* * 


Spring sports Golf clubs 
were restricted last year, but there still 
seems to be a fair supply and assortment 
available. Golf balls, however, are stead- 
ily growing scarcer. Lower priced tennis 
rackets are not to be had at present, as 
the small amount of gut and silk avail- 
able is being used in turning out the 
more expert styles. Few jobbers have 
tennis balls to sell, and expect to re- 
ceive only a very small proportion of 
last year’s limited total. Baseball 
equipment seems readily available, but 
reports from some quarters say that the 
demand has been cut by the war and 
work activities of the playing genera- 
tion. Fishing tackle sales now are con- 
fined mostly to lines and lures. There 
are no more rods or reels being manu- 
factured. Hooks also are hard to ob- 
tain. WPB, by a recent order, has 


APRIL 15, 1943 


directed all facilities of fish netting 
manufacturers exclusively to the manu- 
facture of camouflage nets and _ fish 
netting for commercial fishing and lend 
lease purposes. 


Crop prospects good The 
country is emerging from a long Winter 
with good prospects for another success- 
ful crop season and, while the bountiful 
yields of 1942 cannot be expected to be 
repeated, acreage in nearly all grains is 
increased and the moisture supply is 
about as good as a year ago. Winter 
wheat generally has come through the 
Winter in fair to good condition, but 
no definite statement can be made until 
the plants reach a better growth. Much 
of the northern areas had a snow cover- 
ing since late November, so that the 
frost did not penetrate as deeply as 
usual. This will mean a good start on 
field work as soon as the snow is gone. 
The unusually cold weather in March 
delayed all field work, and may mean a 
reduction of the intended acreage of 
the earlier sown grains, such as Spring 
wheat and oats. 


* * 


Agricultural tools Wash- 
ington is very conscious of the necessity 

















It’s a red hot extra sales item in 


normal times—and it’s even hotter 





now! Repairs and “fixing up” are 
orders of the day. The Acme Cor- 
rugated Fastener display box, with 
the red, white and blue REPAIR 


label reminds your customer. It em- 


of supplying farmers with the necessary 
tools. Steel is now being made avail 
able to the manufacturers, but releases 
were late, and due to the manpower 
shortage, much of the farming equip 
ment and tools now on order cannot be 
made up in time for this season. While 
hand tools—‘“‘steel goods’”—were re 
moved from restrictions of L-170 order. 
permitting the manufacture of any 
quantity possible from the material and 
labor available, it is understood that 
leading factories have not yet com 
pleted the 43 per cent quota originally 
established last Fall. Lines have been 
sharply simplified, and every effort is 
now being made to catch up—so far as 


possible. 


Shaping the program—Hopes 
continue to arise, from various WPB 
comments, that there may be no large 
added listings of civilian items to be 
banned from production, or severely 
limited. Twice, at intervals of several 
weeks, Chairman Nelson has intimated 
publicly, that the field of non-essentials 
has by this time become so well de 
fined and controlled, that today’s pat 
tern of available civilian lines may be 


closely approaching the final pattern 





phasizes one important way in which 
he can tie-in with the Government's 
conservation program. 


Put the Acme fastener box up 
front—and watch it go to work for 
Uncle Sam and you. If your jobber 


can't supply you, write us direct. 


ACME TACK POINT CORRUGATED FASTENERS 


—are used to repair furniture, screens, cabinets and other wooden articles. 
Easy t> use they assure stronger joints easier and faster. With their 
long beveled points and sharp cutting edges, they penetrate, but do not 
crush the wood fibres. Every home owner, cabinet maker, carpenter and 
woodworking hobbyist is a prospect fur this inexpensive Victory item. 
Insist on genuine Acme Steel wood joint fasteners. 
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“Every dime and dollar not 
vitally needed for absolute 
necessities should go into 
WAR BONDSandSTAMPS 
toadd to the striking power 
of our armed forces.” 
—President Roosevelt 











x «ke 


x &* k& * 


New Goal for 
Payroll Savings Plan! 


Along with increased war produc- 
tion goals go increased costs ¢ 6 3 
extra billions which must be raised, 
and raised fast, to win this war. 
That means we must raise our sights 
all along the line, with every firm 
offering every American with a 
regular income the chance to buy 
more War Bonds. YOUR help is 
asked in encouraging employees 
to put atleast 10 percent of their pay 
into War Bonds every payday, 
through the Payroll Savings Plan. 
For details of the Plan, approved 
by organized labor, write, wire, 
or phone Treasury Department, 
Section T, 709 12th St. N: W., 
Washington, D. C, 





|U.S.WAR SAVINGS BONDS 




















for the war’s duration. If it is possible 


that this decision can be maintained. 
the news is very welcome. 
. “6 « 
Replenishing inventories 
Inventories cost—de- 
creased 15 per cent in 1942 for 2,197 


dollar value at 
independent retail dealers in the lum- 
ber, building and hardware trades, ac- 
cording to the U. S. Director of the 
inven- 


While 


missing hundreds of the valuable com- 


Census. For hardware stores, 


tories were off 12 per cent. 
ponents of their normal business, hard- 
ware wholesalers and retailers have, and 
will have, much still left to sell. It is 
true that stock backlogs each day are 
disappearing, but it is equally true that 
opportunities 


many new replacement 


are opening up. 
% * * 

More civilian goods—Uncer 
tainty surrounds the plans under dis 
cussion for resuming manufacture of 
certain civilian goods, the supply of 


which Recent 


definite announcements relate to refriger- 


is getting quite low. 
ators and to pressure cookers—reported 
later in this issue. Chairman Nelson 
has intimated that similar releases of 


other civilian essentials are being 
studied. Farmers and carpenters are 
feeling happy that common nails are 


after 
though coated box 


flowing more normally, many 
months of famine 
galvanized 
supply. 


Barb wire, fencing and netting—sharply 


nails and blued and 


“specials” are still in scant 





simplified, and still far from plentiful 
are available in better measure than 
during much of 1942. WPB and the 
producers, in short, are learning to 
study, and control, and spread more in- 
telligently, nearly all the most-needed 
civilian supplies. 


* * * 


Steel needs acute—The steel 
industry, which in March approached 
the record production of 7,584,864 net 
tons produced last October, faces an 
increasingly severe problem of obtain- 
ing enough steel for its own expansion 
The Iron Age. 
Weekly operations continue (about 1, 
723,000 tons) at practically 100 per cent 
capacity, but the available capacity for 


needs, according to 


certain essential specialty steels is far 
short of the need. Especially vital is 
considered the completion of new elec- 
tric furnaces needed for the alloy steel 
used in aircraft engines. Some steel 
companies are said to be resorting to 
every conceivable means to push their 
More 


and more steel is being called upon te 


electric furnace projects along. 


substitute for more critical metals. For 
example, a new development making 
possible the substitution of steel for 
brass cartridge cases in .45 caliber 
ammunition has been announced by the 
War Department. The saving in brass 
amounts to 1,774 pounds for each 100,- 
000 rounds of ammunition. Large-scale 


production is already underway. 





Wholesale Hardware Collections 
on Accounts Receivable 
By Geographic Regions, for February, 1943 
(COMPILED BY THE U. S. DEPARTMENT OF COMMERCE) 
TOTAL HARDWARE 


Percent Change 


REGION February 1943 
from 
Number 

of Feb. Jan. 

| Firms 1942 1943 

New England 18 31 4 

Middle Atlantic 96 18 - 4 

East North Central 49 4 3 

West North Central 35 —41 +2 
South Atlantic 47 31 1 | 
East South Central 19 33 +6 | 

West South Central 24 22 + 7 

Mountain 6 19 +11 

Pacific 28 + 6 +2 

U.S. TOTAL a 326 23 b 


Bureau of the Census 


ACCOUNTS RECEIVABLE 


Collection Percentages 


Thousands of Dollars 


Feb. | Jan. Feb. Feb. Jan. 
1942 1943 1943 1942 1943 


$769 $1,110 $800 72 85 
7,948 721 8,258 76 67 75 
5,059 8,575 5,236 87 
4,427; 7,482, 4,337 83 60 93 

6,489 4,525 76 59 72 

1,925 2,878 1,821 81 65 87 

3,602, 4,611 3,381 81 7 85 
449 3 83 65 71 

10,660 11,133 70 70 75 

52,067 39,900 78 66 80 


Current Statistical Service 


a Includes data for 4 firms not allocated to geographic regions. 


b Less than 0.5 percent. 





Collection percentages are obtained by dividing the collections on accounts during the 
month by accounts receivable outstanding at the beginning of that month for an identical 


group of firms. 
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find the following procedure to be 
helpful on all kinds with the ex- 
ception of cylinder locks. First, 
see that the bit of your key is of 
the proper length and width. Then 
light an ordinary match and hold 
the bit of the key far enough from 
the flame so that the smoke will 
leave a sooty deposit on the bit. 
Insert the key in the lock and turn 
it. Whenever the bit shows a 
bright surface, file it gradually to 
the proper depth and width. Re- 
peat the smoking and dressing 
process and soon you will have a 
key that will fit the lock.” 

ALBERT C. HOFFMAN 

Sam S. Nave Hardware, 

Huntington, Ind. 





Table displays of pottery and 
similar merchandise must be 
neat and clean in order that 
the best results be attained. 





New Pottery Brings 
New Volume 


FPXHE Fruth Hardware Co., Inc., 

Fostoria, Ohio, boosted store 
sales by adding lines of chinaware, 
decorative pottery, glassware and 
gift goods. Representative stocks 
were purchased at the start but this 
assortment was soon amplified as 


more information was secured as to . 
customers’ preference in these lines. ll py a 

Effective displays were arranged | 2 | ff 
on tables located in a prominent Ml le 
spot at the front of the store. Side 





wall pictures, previously used for : 
lines now hard to get, were reor- - 


ganized and adapted for the show- ALTHOUGH WAR HOLDS THE BALANCE OF SUPPLY... 
m4 “7 . cong oo The limited quantity of dry batteries available for civilian needs is under 
a ‘ fore linens Mee at an equitable plan of distribution by Burgess distributors, cooperating 
rt J . I tied , ~eeap aha with the Burgess Battery Company. This necessarily means “spreading 
ee ae ee ee thin” the limited supply, but absolute fairness to Burgess dealers is the 
chandise could be arranged in 2 keynote of this plan. Production of batteries for radios and flashlights 


m >» j >rect} Zs > 7] is . . s i 
— ee aap with thi has been limited by the War Production Board for some time. 
equipment and this certainly paid 


dividends. It soon became apparent ute Pree CONSERVATION AIDS. Youas a Burgess 
that the displays must be well »\ © dealer can help your customers conserve the critical war 
groomed in order to secure the most materials in dry batteries and get maximum service from 
attention and special efforts were them. Write for supply of free conservation aids, 
made to keep all displays of this including “Battery Saver” shown at left. 

merchandise arranged neatly at all 
times. BURGESS BATTERY COMPANY, FREEPORT, ILLINOIS 

Window displays were featured to 











acquaint the stores’ customers with 

the new line. Circulars and hand- “we 
bills which also made mention of TREAT 
this merchandise completed the mer- C BUR 
chandising program. 


Key Making Simplified * 4 (in) = 
“We frequently are asked to 
make keys of various kinds and 
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No More Damage from Condensation or 
Sweating Pipes, Tanks, Walls, Ceilings 
and Air Ducts 


A SURE CURE 


@ This sensational plastic 
cork coating prevents condensation drip 
from metal, concrete, brick, wood, plas- 






NO} )r 


ter or composition surfaces. Perma- 
nently protects metal against rust and 
corrosion, thus prolonging life of pipes, 
tanks, ete. Forms a _ moisture-proof, 
insulation type coating impervious to 
acid and alkali. 

Stucco-like finish requires no mainte- 
nance. A gallon covers about 30 feet of 
L” pipe. Dries in 24 hours. 
1, 5 and 55 gallon drums. 

Immediate Shipment. 
your Supply House. 


FREE NoDrip Handa- 
book, AUabout Con 
densation Drip and 
its Prevention. 


J. W. MORTELL CO. 


Technical Coatings Since 


Comes in 


Order from 


A popular — 


National 


HARDWARE 


1895 
508 BURCH ST. 
KANKAKEE, ILL. 




















HE score of years that these fine 

products of builders’ hardware 
have been offered to the trade have 
been marked by dependability in 
service always. 


It is little wonder that the endorse- 
ments of the many users of National 
Hardware have created the popular 
demand that exists today. Discrim- 
inating builders ask for these prod- 
ucts by their trade 
name and insist 
on the genuine. 


If you do not car- 
ry this hardware, 
you should write today 
for full particulars. 





National Manufacturing 
Company 
STERLING - - - ILLINOIS 
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Paint, Clean and Repair for Victory 





This triple tie-up display urged passersby to keep things 
painted, cleaned and repaired as an aid to winning the war. 


| ERE’S a window which was 

by Alex- 
Syracuse, 
N. Y., urging consumers to paint, 
repair and clean “For Victory.” Fea- 
turing equipment and materials for 


used in February 
ander Grant’s Sons, Inc., 


painting, repairing and cleaning the 

window had three interesting signs 

emphasizing the victory theme. 
With paint and related items was 


the sign, “Repaint for Victory. Pro- 


Spotlights Tennis 


RCHERY, tennis and _ baseball 
Ll goods are featured in an open 
sidewall fixture at Valmassei Bros 
Hardware, in Monroe, Mich., during 
the spring and summer seasons of 
the year. These are very popular 


lines and assigning prime display 


tect the surface so it will last tor 
the duration.” Over the section fo: 
builders’ hardware items, etc., was a 
sign. “Repair for Victory. Each 
thing you repair saves one more 
thing for the boys over there.” And 
in the section devoted to step ladder. 
mops, brooms, dusters and house- 
hold cleaning items was the advice, 
“Clean For Victory. Dirt means 
wear. Dirt means spoilage. Clean 
things last longer.” 


and Archery Goods 


space to them has improved sales 
year after year. 

The background of the display 
slopes slightly and is painted a light 
color. A narrow shelf about 18 in. 
from the floor is attached to this and 
is used to display smaller items. 

Tennis and bad- 
minton rackets are 





held in place with 








hooks and archery 
sets are supported 
in the same man- 
ner on the back 
ground. 


Tennis, badmin- 
ton, archery and 
baseball mer- 
chandise were 
featured to ad- 
vantage in this 
section which was 
along the store's 
sidewall. Effec- 
tive lighting and 
a sloping back- 
ground helped to 
attract patrons. 
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A hi 
skies 
putti 
hanc 
wher 
cont 
rem! 


deli 


The 
day, 
have 
time 
and 
wher 


prov 
Writ 


yy 
SIMP| 


COMP 
STRO 


yaa 





APR! 





is the call today 


“Wire and more wire — 
m our fighting forces. Our duty les 





co even 
answering that call. As a result, 


though producing infinitely greater quan: 
tities of wire and related products, very 
little of this production finds its way to 


4 half-century before death rained from the 


skies over Pearl Harbor, “Yankee” Tools were 





the dealers’ shelves. 


: : iti nu- 
putting extra minutes, saved seconds, into the magnenge iia casts a 


ts 
facturers face a problem of future marke 
rely as the hardware merchant 
dise shortages. 


hands of skilled mechanics everywhere. Now, 


i is 3s in Oe ‘“ 
when time is of the essence, “Yankee” Tools in ome 


today faces serious merchan 





continue to speed production, to salvage that 
remnant of time left to America in which to 


ver, 
We believe that today, more than e 
deliver the knock-out blow. 


siness practices 


our reputation for fair bu a ed 
‘ y 
endable product, Tg! 
The war we didn’t want will be behind us one and hina aid. 
: i i r the pa ' 
soc odaguninyeanigh toes Relonaes . feel that the hardware trade will re- 
; Cortland Brands of 
he time when it 


ve them 


t 65 years, will come to our 


have had a part in putting it there. In the mean- 
time, as a supplier and as a citizen, give America, 
and all America means to you, your best. And, 


when you re-order “Yankee” Tools, be sure to 


member the reliable 
wire products against t 
will again be our privilege to ser 


more fully. 
WICKWIRE BROTHERS, INC. 
CORTLAND, NEW YORK 


provide priority ratings whenever possible. 
Write Dept. HA4 for literature. 


“YANKEE” SPIRALS 


SIMPLE 
COMPACT 
STRONG 







A SIZE FOR EVERY PURPOSE 





“YANKEE” TOOLS 


make good mechanics better  & , 8 


a aac! | Wire Screen Wire Cloth - Poultry Netting - Nails 
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DRILL HOLES 
Up to 1%" Diam. 


In Masonry & Concrete 


— ANY Depth 


By Welding Extra Shank Here —> 


PAINE | 


"SUDDEN DEPTH" 


DRILL BITS 


CARBOLOY TIPPED > <¥j 


@ This new feature increases the fiexi- 
bility and use of this drill bit that makes 
holes 50 to 75% faster and lasts surpris- 
ingly longer. It is quiet in operation. Can 
be used in any rotary drill (slow speed). 
Available in sizes from 3/16” through 114” 
diameter (graduated in 1/16” sizes). All 
have maximum '/2” shank. 


Ask your Jobber NOW and Write for Catalog 


THE PAINE CO. 
2963 CARROLL AVE., CHICAGO, ILLINOIS 














Offices in Principal Cities 


‘PAINE 


ert 141145) 











RMSTRONG BRAY 


STEELGRIP Prompt deliveries 






Tf 
wZ 


ARMSTRONG-BRAY 


Wien P 


BELT HO 
CZ 
tz, 












both types! 


WIREGRIP Belt Hooks that can 
be applied with any make lacing 
machines, have double (patented) 
aligning ‘cards that hold hooks in 
perfect alignment, prevent han- 


dling and card-end loss — every 
hook saleable and usable. Made in 
6 sizes. 


STEELGRIP Belt Lacing is applied 
with a hammer. Comes in 8 sizes, 
in standard boxes, handy packages 
or long lengths for wide conveyor 
— Have 2-piece hinged rocker 
pins. 


Priority Business 
—is waiting on belt lacing at local 
plants, and schools. 


Write for Catalog 


ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 
5348 Northwest Highway, Chicago, U.S.A. 
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SALES OF 1,256 INDEPENDENT RETAIL HARDWARE 
DEALERS IN UNITED STATES 


February, 1943 Comparisons 


SUMMARY 





lotal 1,256 


Feb.’43 Feb.’43 


vs. vs. 
Vo. Stores Feb.’42 Jan.’43 


Feb.’43 


Feb.’42 


Jan.’43 





wll +3 


$6,038,761 


$6,577,902 


$5,847,169 





Cumulative sales, first 2 months of 1943 showed a decline of 


9 per cent, 1943—$12,805,368, 1942—$14,078,913 





Per Change 

















Vumber - "4 Feb.’43 
of firms US. 
States by Regions re porting Feb. "42 Jan.’43 Feb.'43 
Vew England 74 —13 —]] $355,790 
Maine 8 1] —22 34,785 
New Hampshire-Vermont 8 -32 —10 78,581 
Massachusetts 36 5 -7 154,667 
Rhode Island 7 4 -17 29,725 
Connecticut 15 4 9 58.032 
Middle Atlantic 135 9 + 5 593,991 
Pennsylvania 135 + 5 593,991 
East North Central 393 12 t 1,557,911 
Ohio 105 13 + 3 457,559 
Indiana 61 -13 -] 241,152 
Illinois 96 — 2 399,541 
Michigan 39 -9 + ] 164,057 
Wisconsin 92 +17 -7 295,602 
West North Central 168 + 6 + 8 189,864 
Iowa 52 —2 + 3 147,277 
Missouri 41 +9 + 7 125,491 
Nebraska 36 +22 +13 78,051 
Kansas 39 + 3 +11 139,045 
South Atlantic 45 +16 + 5 284,020 
South Carolina 1] + 2 +1 73,941 
Georgia 19 +34 +2 109,199 
Florida 15 +12 +12 100,880 
East South Central 13 —s — 5 86,577 
Alabama 13 -2 5 86,577 
West South Central 109 + 8 +17 651,331 
Arkansas 17 4.29 +25 130,625 
Oklahoma 34 +12 +35 185,835 
Texas 58 t +7 334,871 
Vountain 89 4 +15 542,673 
Montana 21 — 8 +39 114,931 
Idaho 17 + 2 +12 77,846 
Wyoming = ; 
Colorado 26 + 8 + 9 80,176 
New Mexico 9 -10 +18 188,480 
Arizona 7 +27 3 32,035 
Utah ° 
Nevada ° 
Pacific 230 —17 t 1,476,604 
Washington 39 +18 — 4 208,324 
Oregon 23 — 5 +23 161,909 
California 168 —23 — 2 1,106,371 
Chicago, III. 22 -4 + 3 67,596 
Los Angeles, Cal. 22 —5] t 275.815 
Portland, Ore. ° 
St. Louis, Mo. ° 
San Francisco 23 +12 —12 132,486 
Ps 


Seattle, Wash. 





* Note while stores in these states are included in grand total. figures for these 
states are not shown, in this chart, because of insufficient data. For states marked 
t the change was less than 0.5 per cent. Compiled by Bureau of the Census, U. 8 
Department of Commerce. 


HARDWARE AGE 











APRI 





tl 


_—— = 











In these Taper-Ground 
Crosscuts, you have a 
complete line of 
Simonds-steel saws 
with which to cover 
all the demands of the 
huge farm and con- 
struction field. There 
are 5 patterns, in all 
required lengths, 
widths, gauges of 
taper, and types of 
teeth. Give your farm- 
er and contractor cus- 
tomers the crosscuts 
that stand up and cut 
... the Simonds Taper 
Ground Line. . 


SIMONDS SAW 
AND STEEL CO. 


Boston:13$0 Columbia Rd. 
Seattle: 520 First Ave. San 
Francisco: 228 First St. 
Chicago: 127 S. Green St. 
New York: 11 Park Place. 
Spokane: 31 West Trent 
Ave. Portland, Ore.: 311 
S. W. First Ave. 


4 Left: No. 202, medium 
| + wide, 5 gauges taper, per- 


forated lance tooth. Right: 
No. 200, medium wide, 5 
gauges thinner on back 
than on cutting edge, two 
cutting teeth to each raker. 


7 aon re 


* Bought Your Bonds thisWeek x 
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SELL NOW! 


| At a time when dealers are hard 
| 


Here’s a Product You Can 


pressed for sufficient salable merchan- 
dise, TREE TANGLEFOOT is “just 
what the doctor ordered” to help cure 
ailing cash registers! 


It is still unaffected by wartime restric- 
tions. It has the power of national 
| advertising behind it and is enjoying a 
| remarkable sales increase. If you 
| haven’t a goodly supply on hand, order 
NOW! 


| AN EXTENSIVE CONSUMER ADVERTISING 
| CAMPAIGN SUPPORTS YOUR SALES PUSH 


With shortages in sight, it’s all the 
more important to protect fruit crops 
from the ravages of climbing insects 
with TREE TANGLEFOOT. Valu- 
able shade trees need the protection of 
TREE TANGLEFOOT. These are the 
messages that are being carried to 
millions of orchardists and shade tree 
owners in a long list of influential pub- 
lications. Get your order for TREE 
TANGLEFOOT in TODAY and 
make use of the dealer helps oe 


available. War 
Vonds. 












THE TANGLEFOOT COMPANY 
Grand Rapids, Michigan 


gaa \idtace) i 


The Band that says HALT to all Climbing Insects 
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And Still Available for Hardware Distribution 


Galena Motor Oil 
in Glass Containers 


The Galena Motor Oil Corp., Cin 
innati, Ohio, has announced that its 
Super Galena Fortified motor oil is 


now being packaged in a new glass 
quart container replacing the metal 
cans formerly used. The quart jar is 
made of sturdy transparent glass, is 
‘completely tamper-proof and offers a 
‘lear view of the motor oil. Super 
Galena is ready for immediate delivery 
n the new quarts, five-gallon pour pails 
ind 15 and 54-gallon drums. The quart 
jar can be re-used for home canning 
purposes. This fact is important inas 
much as these Mason jars will be very 
popular this year when more people will 
be doing home canning because of their 
Victory Gardens. 


Builders and Cabinet 
Hardware Catalog 


National Brass Co., Grand Rapids, 
Mich., has published a revised “Com- 
mander Line” catalog as a handy refer- 
ence on builders’ and cabinet hardware. 
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This catalog illustrates only the items 
in the National Brass line that conform 
with specifications and WPB regulations. 
No other locks and latches are shown 
except Dexter-Tubular (Federal Type 
150, 150A on interior latches and Fed- 
eral Type 153, 154 on five-pin tumbler 
cylinder locks) with plastic and steel 
knobs and roses respectively. Complete 
catalog number and brief description 
is given beneath each item. Catalog 
also shows the line of cabinet hardware 
which conforms with regulations. Copy 
may be obtained by writing to the com- 
pany. 


Stickers to Replace 
Pins, Clips, Ete. 


“Jiffy Stickers”’—small checkerboard 
perforated tabs, gummed on both sides, 
are now being offered as a substitute 
for pins, clips, staples and the like for 
home, school and office. Come in con- 
venient books, each containing more 
than 500 stickers, perforated to tear off 
quickly. Can be used for attaching 
carbon copies to letters as well as for 
mounting photographs, recipes and clip- 





pings in scrap books. “Jiffy Sticker” 
books are packed 36 in a self-display 
carton. Feldco Loose Leaf Corp., 116 
W. Illinois St., Chicago, Ill. 


Hand-Painted Pictures 


“Original Hand-Paints”—a series of 
16 by 16 in. pictures. Each illustration 
is an original painting rendered in air- 
brush by hand. This particular series 





is available with mirror or painted glass 
background, with or without frames. 
Background of the subject is furnished 
in peach, dubonnet or blue and the 
same color selection is offered in the 
painted glass backgrounds. There are 
six subjects in this series—two horse- 
heads and four floral subjects. In ad- 
dition to this series, a complete line of 
“Original Hand-Prints” includes several 
different sizes, some larger and some 
smaller than the one illustrated. George 
Koch Sons, Inc., 2112-24 Pennsylvania 
St., Evansville, Ind. 


Expansion Bolt and 
Screw Anchor Chart 


The Rawlplug Co., Inc., 98 Lafayette 
St., New York City, has issued a broad- 
side, with a return mailing card at- 
tached, which describes and offers a 
14 by 20 in. ready reference wall chart 
covering “Expansion Bolt and Screw 
Anchor Dimensional Chart.” The com- 
pany offers to send one of these charts 
to any user of expansion bolts request- 
ing same on their business letterhead. 
The broadside explains and describes 
the chart in detail. 
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ow 
Making Your Wartime 


Heating Responsibilities 


EASIER 


I 


DEPENDABLE 
Oi Control Values 


Your customers, unable to buy new Heaters today, 
depend upon YOU to help them to continued heating 
efficiency for the duration with their present equipment. 
Fuel Rationing and the need for Conservation of fuel 
oil makes it doubly important that you set up a service 
organization capable of frequent inspection, repair and 
adjustment of those Oil Heaters sold in past years. 


Here, then, is your opportunity to maintain contact with 
these customers—for post-war selling. . . . Your chance 
to show your concern for their comfort and welfare, a 
service that will be appreciated and remembered when 
Appliances are again on the market. 


The A-P DEPENDABLE Controls, standard equipment on 
most of these Appliances, make this service easier for 
you. They were designed and built for long-lasting 
service in efficient, accurate and economical fuel control 
—an important sales advantage in Peace, a NECESSITY 
in war times. And your customers, proving the satisfac- 
tion of A-P Controls, will look for them on their new 
post war heaters—when new and even better Controls 
will be ready to help you to faster selling. 


AUTOMATIC PRODUCTS COMPANY 


NORTH THIRTY —SECOND STREET 


MILWAUKEE ® WISCONSIN 


1943 





R 

















ADJUST YOUR THINKING TO TODAY'S 
CONDITIONS AND GET BEHIND THESE ITEMS 


You can't stay in business without merchandise to 
sell, and if you can get merchandise it must be 
what the public wants. Columbia answers both 
problems. Here's merchandise to sell — NOW! 
It has CONSUMER DEMAND . . . QUALITY 
... UTILITY ... SALES AND EYE APPEAL . 

plus PRICE APPEAL! Stop waiting for miracles. 
Join the Columbia profit parade for 1943! 


ALL-PURPOSE 
LUNCH KITS 


New, smartly styled, collapsible 
kits that have found a ready 
welcome from defense workers. 
Completely reinforced; leather 
bound; finest quality. Come in 
Herringbone Khaki Drill or Her- 
ringbone Tan Covert. Each holds 
> pint vacuum bottle, sand- 
wiches, fruit, dessert and personal 
belongings... Enjoying terrific 
consumer demand! 














te IMMEDIATE 
DELIVERY 


te ATTRACTIVE 
DISCOUNTS 


%& ADVERTISING 
COOPERATION 


Complete lines of 
Servicemen’s Items. and 


First Aid Kits for Immediate Delivery! 


ASK YOUR JOBBER OR WRITE 
US FOR SAMPLES AND PRICES 


ACT NOW! 


COLUMBIA FIRST AIDERS 
CHICAGO 


25 SO. MARKET STREET - 
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THOUSANDS OF 


For mounting photos, mounting recipes, attaching car- 
bon copies to letters, putting clippings in scrap books and 
literally a thousand and one other jobs. 


ent 
per 


for 


in strategic locations to send for our interesting whole- 


FELDCO LOOSE LEAF CORP. 
Chicago, Ill. 


SALES WAITING! 


Jiffy Stickers are the successor to pins, 
staples, clips, rubber bands, eftc., for 


everyone in home, school and office. 


rors - 





cctv! 


NEW — SENSATIONAL! 





little books 
forated te tear off in a flash . . 


your supply today 


WE INVITE JOBBERS 


sale distributing proposition on Jiffy Stickers. 


6 W. Illinois St. 


Come in conveni- 
over 500 stickers in a book, each 
gummed on both 
sides with fast sticking, practically tasteless Dextrine. 
Books packed 36 in convenient self-displaying, 
carton. RETAILS FOR A DIME A BOOK .. . With 
regular discounts to jobbers and dealers 


colorful 


Write or wire 











New 





With Organic Nitrogen 


@ Fulton's Plantabbs in the new victory package 
gives flower and vegetable growers a PROPERLY 
BALANCED PLANT FOOD, AND YOU ; 
“A GENEROUS PROFIT.” 

@ Fully complies with the War Production Board 
order to conserve chemical nitrogen. Licensed in 
all States. Beautiful, re-designed packages with 
modern, streamlined appearance and a high de- 
gree of ‘‘eye appeal.’’ Advertised in leading 
Horticultural publications. 


LIST PRICES 


10c. size per dozen $0.72 
25c. size per dozen $2.00 
50c. size per dozen $4.00 
$1.00 size per dozen $8.00 
$2.75 size each $2.15 


Less quantity discounts 


Most All Wholesalers, or 


PLANTABBS COMPANY 


BALTIMORE, MARYLAND 
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“Eagle Brand” 
Water Bags 


Made of a specially-processed Amer- 
ican canvas and are light and unbreak- 
ible. These water bags utilize a simple 


“Keeps WATER Coou 
A. WENZEL TENT & DUCK ca 
MANUFACTURERS 
ST. Louis 

MINUTE MAN TYPE 


MO SOAKING NECESEARY 
READY FOP INSTANT USE 





principle of evaporation for cooling the 
water inside the bag. Water slowly 
seeps through the specially processed 
canvas which controls the seepage and 
the evaporation produces refrigeration. 
Maker states that the water stays cool, 
clean and refreshing until the last drink. 
Supplies water-on-the-spot for outside 
workers. Bags have tight fitting cork 
stopper, hardwood mouth piece, rust 
proof rope fasteners, water-tight seams 


and strong rope handle. Although 


WHATS NEW 





known in the west for many years, these 
water bags were introduced in the mid 
west and east fairly recently. H. Wenzel 
Tent & Duck Co., 1035 Paul St., St 
Louis, Mo. 


“X-Ray” Markers 
and Numbers 


Made of non-critical materials 
weatherproof red oak markers with tem- 
pered masonite numerals. According to 
the maker the numbers will glow in 
the dark and will refract all light. No. 
RO150 (illustrated) can be used as 
curb marker as well as lawn marker. 
Numbers can be placed on both sides. 
Said to be easy to read and to have 
long distance visibility. Free wooden 
display racks with orders of two gross 
of numerals or more. Available for im- 
mediate delivery. Kursh Paper Co., 1933 
Euclid Ave., Cleveland, Ohio. 








Fiber Air Filters 


Research Products Corp., 1015 E. 
Washington Ave., Madison, Wis., is now 
manufacturing two new types of air fil- 
ters called “Rip-Clean” and “Research,” 
which are said to be efficient and eco- 
nomical. “Rip-Clean” air filters are 
made of fiber material, slit and ex- 
Maker states that as the filter- 
ing surface fills with dirt and lint, a 


panded. 


single, easy-to-perform operation per 
mits the removal of the lint laden sur 
face layers of fiber to restore the filter 
to its original effectiveness. “Research” 
air filters are said to be very economical! 
and, in most cases, old ones are thrown 
away and new ones purchased. These 
are repeat items, according to the man 
ufacturer, since every forced warm air 
furnace and every air conditioning unit 
needs new filters at regular intervals 
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“Keystone” Speedy 
Seed Service 


A compact unit for the display and 
sale of bulk garden seeds, which enables 
the dealer to display “Keystone” seeds 
in glass front drawers and glass jars. 
Scoops, provided with other equipment, 
facilitate the weighing out of. seeds. 
Equipment consists of cabinet, 27 glass 
jars with lids, one set A-B-C measuring 


ecueemeeereaaee sae 
Preen BLK CARDEN ser 





scoops (loaned) for use with “Key- 
stone” seeds. Corneli Seed Co., 101 
Chouteau Ave., St. Louis, Mo. 


Honor Board for Children 


“Jack-Jill Honor Board”—for remind- 
ing and training children in their proper 
duties. Mades of wood, plywood back, 
with red, white and blue screen decora- 
tive designs. The Honor Board also 
has colored push pins. By pushing 
these pins over, tne child indicates 
whether or not its daily requirements 
have been performed. Board lists re- 
quirements such as: I brushed my teeth, 
I washed my hands and face, I looked 
before crossing the street, etc.  Indi- 
vidually boxed. Superior Fastener Corp., 
2949 Elston Ave., Chicago, III. 


1 BRUSHED 
My TEETH 
| WASHED MY 
FACE & HANDS 
| LOOKED BEFORE 
CROSSING STREETS “7 
| PICKED UP AND 
PUT Awa My TOYS 
\ OBEYED MY 
MOM ¢ DAD 
I WENT TO 
BEDON TIME 4 
GOLDEN 
—_— 
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“Menasha” Water Pails 


Rugged wooden water pails for farm 
or household use. Supplied in natural 
wood finish with three welded wire 
hoops and sturdy wire bail. Made of 
Sitka spruce and western fir. Nested 
in lots of six. Manufactured for Harold 
P. Sammann, 547 W. Washington Blvd., 
Chicago, Ill. 


Canvas Preserver 


“Awn-Nu”—a colorless liquid that is 
said to protect and preserve all canvas 
articles. Maker states that it cleans 











canvas materials and impregnates the 
fiber so that it is water and sun resis- 
tant. According to the manufacturer, it 
will not crack, revives the original color 
and saves awnings, canopies, canvas 
auto tops, tents, canvas porch furniture, 
etc. Easy to apply, just rub “Awn-Nu” 
over the surface of the canvas with a 
clean cloth. Comes in three sizes 
quart, half gallon and gallon. One quart 
covers about 50 sq. ft., one gallon about 
200 sq. ft. Puritan Sales Co., 209-211 
Peters St. N. W., Atlanta, Ga. 











































YOUR JOBBER’S SALESMAN 
has to work fast these days! 


His time is limited because of 
wartime transportation problems — 
so please don’t keep him waiting 
unnecessarily! 





| Always on the alert for new mer- 

| chandising ideas, his time is valuable 

| 8 

| to you—so use every moment of it 

| to keep posted on new products and 
new selling methods. 


Although Amerock is now devoted 
to vital war production, your jobber 
still has a good selection of genuine 
Amerock Cabinet Hardware. 


Ask your Jobber! 


PRODUCTS 








AMERICAN CABINET HARDWARE 


CORPORATION 
ROCKFORD, ILLINOIS 
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| Garden Insecticide 
| Sprayers and Dusters 


“Easy”—garden sprayers and duster- 
are made of strong, lightweight non 
critical materials and treated to resist 


wear. “Easy” sprayer attaches to any 
standard Mason jar and is easily refilled 
Maker states that each stroke does the 
work of two. Air pressure is built up 


that continues to produce a spray for 
some time after each downward stroke 
of the plunger. Nozzle is set to produce 
a dense fog of fine moisture that en 
velopes the foilage. Barrel is treated 
to prevent loss of compression. “Easy” 


duster. has a long, slim discharge barre! 


SEED DIVISION 


: WOODRUFF : 


MILFORD, CONNECTICUT * TOLEDO, OHIO 





ae fl [ithe 
ety’ , Oy 
Pe a : 4 ¢ y 


A 


FOR THE DURATION . . . men, 


. that enables the operator to direct’ the 
machines and materials normally 


; dust cloud inside or under the plant 
employed in the manufacture of 


Daisy Air Rifles have been placed 
at the disposal of the govern- 
ment. Meanwhile our research 
department plans ahead for the 
war’s end when Daisy’s 67 years 


foliage where the insects or disease at 
tack. Easy to use, operator can get 
under low plants without stooping. No 
complicated parts to clean or replace. 
resists dents and wear and is treated to 
prevent loss of air compression, accord 
ing to the maker. American Specialty 
Co.. Amherst, Ohio 


of leadership will bring you big- 
ger and better values in 


DAISY 
AIR 
RIFLES 


DAISY MANUFACTURING COMPANY 
PLYMOUTH, MICHIGAN U.S.A 


* * * x 


Fiber Board Lunch Kit 


Kit is made of durable fiber board, 
sturdily constructed to give good ser 
vice. It is pyroxylin coated both inside 
and out to make it water repellent and 
can be cleaned easily with a damp cloth 
Handle and catch are made of leather 
and the use of metal! is restricted to a 
minimum by using rivets only where 
necessary to join the fiber board. Lunch 
kit is divided into two compartments, 
the lower one to contain a pint vac 
uum bottle and the upper for a gen- 
erous lunch. The company points out 
that although this lunch kit is less ser- 





_WAATS NEW 











viceable than those made of metal, it 
has the advantage of being a probable 
repeat item which will increase dealers 





cales. The American Thermos Bottle 
Co.. Norwich, Conn 


Chamois Merchandiser 


Each chamois is stapled firmly to the 
lisplay and easily detachable. The dis 
play measures 17 by 22 in. and is 
produced in colorful maroon. Holds 
four different sizes of chamois in any 
quantity of each size up to six. Prices 
ind sizes can be changed to meet the 





hardwood stores’ particular require 
ments. James H. Rhodes & Co., 157 
W. Hubbard St., Chicago, Il. 








Latest News on 


PRIORITIES 


and 


WAR-TIME ORDERS 
on page 53 
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SAVE! 
CONSERVE 


WITH 


KESTER 
METAL 
MENDER 
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SIGN OF A GOOD 
HARDWARE STORE 








@ War... and scarcity of metals for civilian goods . . . put 
added importance on home repairs of broken, cracked or leaky 
metal articles. That sets the stage for Kester Metal Mender. 
Helping your customers take better care of the things they 
have—and helping them save money, besides—builds solid good 
will that will repay you handsomely in increased sales after 
the war is won. 


@ Kester Metal Mender quickly repairs anything made of metal 
—gutters and downspouts, irreplaceable equipment of every 
kind, kitchenware and ornamental objects. It is the easiest 
solder to use because no separate flux is needed. Flux is in the 
core of the solder and both are applied in one simple operation. 


@ Kester Metal Mender is well known; it has re 

been widely advertised for years. Keep it on > pm 
display, near your cash register, where it “sells 
on sight.” Metal Mender sales are profitable, 
turnover is rapid, and repeat business is auto- 
matic. 





@ Check your Kester Metal Mender siock to- 
day—and order from your jobber. 











KESTER SOLDER COMPANY 
4207 Wrightwood Avenue, Chicago, Illinois 


Eastern Plant: Newark, N. J. 
Canadian Plant: Brantford, Ont. 


KESTER 
METAL MENDER 


APRIL 





15, 1943 
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"30 YEARS SELLING 
LOWE BROTHERS 
PRODUCTS" 


BuRTON-LINGO Soy 
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Dayton, Ohio. 


Gentlemens 
. he Lowe 
roe ars af, we took or ne ; 

thirty yo@ +4- @stablishe 


} rap 
because © of 


Some 
Brothers line, 
tation for quality. 
I 5 Brothers 
the sale of —_ br 
4 . j cransade 
woduets nave steadily incr 


3ince that time, 





j 3 Lowe 
Ymen we acquired & ~ 
013. we realized th l hers 
1915, we real ns anentaeee tar onl 
r acceptance } ] 








ther contributing 
sale of Lowe Brothers 
and dealer helf 


Anot 
ing E 
advertising 


prod 



















Tico-Pres. # Treas. 


1 





75 





Made of 
strong, non-critical 
materials. Light weight. 
Easy to use. Retails for 
ander $2.00. Somethingy 


THE AMERICAN SPECIALTY co. 


t for over 20 years 
Mfrs. of Farm Equipment fo! AMMERST, OHIO 


For Roses and 
Victory Gardens 


ey* L by leading rosarians and at 
wor of the Municipal Park Rose 


Gardens TRI-OGEN carries tremendous 
prestige The TRI-OGEN kit is uniquely 
adapted for the use of the millions who are 
Striving to grow their own food 


Nationally Advertised 
in Press and on the Radio 


We have expanded our advertising to reach 
new millions of readers and listeners Never 
before has the interest in TRI-OGEN been 
so keen among so many people Never has 
the oppertunity for dealer profits been so 


attractive 


Other OGEN Products 
FUME-OGEN 


Dusting Dog and Animal Repellent 


MOLOGEN 


Effective Mole Destroyer 


KILLOGEN 


insect Spray and Ant Killer 
FUNGTROGEN 
All-Around Fungicide 


Be sure ta have on hand stocks of these 
popular OGEN Products. ...Write today for 
Prices, Trade D:scounts and full particulars. 








ROSE MANUFACTURING CO. 
112 Ogen Bldg. Beacon, New York 
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Washington News Reel 


(Continued from page 46) 


retailers, or to any service which was 
supplied in March, 1942 free or at less 
than cost, OPA pointed out recently. 
These specific restrictions and a more 
definition of accommodation 
service are contained in a revision of 
Supplementary Order No. 38. 

For the restricted number of sellers 
of accommodation services who in 
March, 1942, had a practice of making 
accommodation sales of services, the 


precise 


ceiling is the cost of direct labor at 
legally permitted wage rates and of 
materials at cost or the ceiling price, 
whichever is lower. As amended the 
order makes clear that there is no 
authorization for department stores or 
other retailers to inaugurate any charge 
for service. Likewise there is no au- 
thorization for any wholesaler or other 
seller to inaugurate or to increase a 
charge for delivery in connection with 
the sale of commodities where delivery 
was made in March, 1942, without 
charge or at less than cost. 

In the amended order, “accommoda 
tion sale of service’ is restricted to 
mean a sale made, other than at retail, 
for the convenience or benefit of the 
buyer at the total of the cost of direct 
labor at legally permitted wage rates 
and materials at cost or the ceiling, 
whichever is Specifically ex 
cluded from treatment as accommoda- 


lower. 


tion services are services performed 
without charge, or for less than cost, o1 
in connection with the sale of any other 


service or commodity, other than an ac 
commodation sale. 


x kk 
WPB IS STUDYING the produc 


tion of essential civilian items with a 
view of relaxing certain restrictions 
placed on manufacture etarly in the war 
This was announced March 19 by WPB 
Chairman Donald M. Nelson. 

Mr. Nelson said that certain civilian 
items would be returned to production 
so that minimum civilian necessities 
would be maintained. Among articles 
in this classification would be refrig- 
erators, the WPB Chairman declared. 
Alarm clocks would be another. Mr 
Nelson did not extend this list, but it 
is presumed that retailers can expect to 
see the return to manufacture of many 
essential items which have disappeared 
from store shelves. 


x * * 
A SEARCH OF THE ATTICS 


and cellars of the nation probably would 
turn up several hundred thousand bi 
cycles that could be used on the trans- 
portation front, ODT announced re- 
cently. These bicycles, many of which 
have been stored for future use or be 
cause their owners are now in the 
armed services, might be put into shape 
for the transportation of workers to 
war plants and children to school, thus 
relieving already over-burdened buses 
and street cars in war centers as well as 





This Display Aided the Home Gardener 





Everything the home gardener needs in the way of garden and lawn goods 


is featured in this window. 


He doesn’t have to search for it’s right 


there. This display produced results for W. C. Hack & Sons, Mt. Carmel, Pa. 
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THE HODELL CHAIN ¢ 


MASONS’ WOOD 
AND ALUMINUM 


om 
SAND'S-STEVENS 
SURFACE AND LINE 


SAND’S LEVEL & TOOL CO. 


World’s Standard for Half a Century 


WU hee Oe a 2 


TELL THE TRUTH 
8631 Gratiot Ave. Detroit, Mich. 


CARPENTERS’ WOOD 
AND ALUMINUM 


TILE SETTERS’ WOOD 
AND ALUMINUM 


WRITE 








“FACTORY 








BUILT-IN ACCURACY” 


ei _ © 


FOR CATALOG 

















157 VARIETIES! 


Hodell, in war as in peace, is a specialist in producing chain 
assemblies with or without attachments—assemblies that 
cover the widest range of sizes and uses. If wartime produc- 
tion presents chain problems, let Hodell engineers help 
you. Send biueprines for estimate. 


¢ ESTABLISHED 1886 





~ CLEVELAND, OHIO 




















SELL PROFITABLE « -« 
Refrigerator Defrosting 


GLASS TRAYS 


We are ae \ Send for 


c= 









America’s \ = Special 
Largest r \Se Ni Circular 
Jobbers of = = and 
Refrigeration LOW 
Supplies x PRICES 
THE HARRY ALTER CO. 
CHICAGO TWO BIG NEW YORK 
1728 S. Michigan Ave. LWAREHOUSES 134 LaFayette St. 




















APRIL 15, 


STOCK BOTH SIZES 


Step Up Traffic Sales and Profits 


Alert, sales-minded buyers stock 
both one cup and two cup size 
| Rochow Swirl Mixers to fill the 
needs of both small and large food- 
rationed families. Word of mouth 
advertising will prove sale of one 
size leads to sale of other. 

Orders Can Be Placed 

Through Jobbers or Direct 


RocHOW SWIRL MIXER COMPANY 


P. O. Box 781B Rochester, N. Y. 





Makes Lumpless Gravy, 
Sauces and 25 Other Mixes 


» NEW PROFITS WITH 


DAN: DEE 


REG.U.S. PAT. OFF. 


WO-RUBBING FLOOR WAX 


A High Grade, Quality Prod- 
uct... a Profitable Household 
Item for Dealers. 


Remember, DANDEE is HEAVY DUTY. 





‘C7 Yl Mt MU Wr - 


Dealers and Jobbers 
Solicited 


TWIN CITY SHELLAC CO., INC., 340 Flushing Ave., Brooklyn, N.Y. 











SOUTHINGTON 


MECHANICS’ TOOLS 











Est 





1867 SOUTHINGTON, CONN. 1867 


 sdahabehadehacadadeLehstateSelstabetaehata! STEEL 
Sees SQUARES 

ALL 

STYLES 





SOUTHINGTON Standard 
Steel Squares, Take Down 
Square for Mechanics, and 
Aetna Steel Squares for the 
casual or amateur user are 
all guaranteed accurate 
with service built into 
them. Also Beels and Try 
Squares. Send for Catalog 
and Prices. 





Government _ restrictions 
18” preent us filling orders on 
certain lines. “Our Coun- 
try first”—you understand! 


THE SOUTHINGTON 
HDWE. MFG. COMPANY 


Est 














AMERICAN CHAIN 
Welded ated 


AMERICAN CHAIN & CABLE COMPANY, Inc., BRIDGEPORT, CONNECTICUT ¢ 
_ AMERICAN CHAIN DIVISION, YORK, PENNSYLVANIA i 


asta Weldlless- 














1943 


— 
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Stock 






GREATER 
PROFITS 






yh 
Wares now 
“ quel 





Improved, scientific, soluble - crystal 
home cleaner for dresses, suits, hats, 
ties, drapes, upholstery, rugs, ALL 
FABRICS! 











QUICK FACTS ABOUT DRI-KLEEN 
®@ Simple to use. © Odorless, non-inflammable, 
non-explosive, ¢ Contains no soap, animal fat, 
acid or other harmful ingredients. © Harms noth- 
ing which cold water will not harm. © Restores 
original sparkle and brilliance to colors. ¢ Keeps 
hands smooth and soft. ¢ Amazingly economical 
—saves time and money. 


Nationally Advertised in LADIES’ HOME 
JOURNAL - McCALL'S - WOMAN’S HOME 
COMPANION - BETTER HOMES & GARDENS 























DE ALER $s! 
der From Your 

Order abber 

or Write Direct 


yOBBERS! 
Write Today For 
Full Details, 
Discounts, tc. 






ORI-KLEEN COMPANY 
325 West Huron Street, Chicago 





STARRETT TOOLS 


Are Shortening the Way 
to the Ways 


An important reason we may not 
be able to supply you with all the 
tools you want when you want them, 
lies in the shipyards and marine 
equipment plants of America where 
skilled hands need countless thou- 
sands of Starrett Tools to do the job 
better and faster. Although we are 
exerting every effort to supply every- 
one with the Starrett Tools they need, 
we feel you'll agree, that first they 
should be supplied to those who are 
fashioning the tools of victory. 


THE L. S. STARRETT CO. 


World’s Greatest Toolmakers 


Atho) @ Massachusetts e@ U.S.A. 
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buses in rural areas, ODT 
pointed out. 

The ODT admitted that many of 
these vehicles may be in need of over- 
hauling but observed that ecessary parts 
and tires are available in sufficient num- 
bers for recond‘tioning purposes. The 
purchase of bicycle tires and parts is 
not subject to rationing regulations. A 
valuable wartime transportation service 
can be rendered, by the nation’s esti- 
mated 11,000,000 bicycles. An addi- 
tional 283,000 new bicycles in the hands 
of dealers and manufacturers are avail- 
able for those who can meet require- 
ments under the OPA rationing pro 


school 


gram. 
Second-hand bicycles do not come 
restrictions, ODT 


under rationing 


pointed out, 
x *k *® 
MANUFACTURERS of electric 


soldering irons, through their Industry 
Advisory Committee, presented to 
officials of WPB their views on simpli- 
fication and standardization of their 
products. It was brought out at the 
meeting that limitat‘ons on models and 
specifications are definitely in prospect. 
The number of models and finishes to 
be permitted, however, has not been de- 
termined as yet. In the past, manufac- 
turers had been producing more than 40 
different models of electric soldering 
irons. Through a sharp reduction in 
this number it is expected there will 
be a considerab'e saving of copper, 
labor and production facilities. 
2 @& 


FORTY-ONE MODELS of used 
vacuum cleaners have been added to the 
regulation listing specific dollars-and- 


cents maximum prices, OPA has an- 
nounced in a move to clarify various 
provisions of Maximum Price Regula- 
tion No. 294—Used Vacuum Cleaners 
and Attachments. The additions are 
contained in Amendment No. 1, effec 
tive March 26. 

Some additions are of models previ- 
ously omitted, but most of them result 
from listing specific prices for models 
that formerly were lumped together in 
catch-all categories. In addition to list- 
ing more specific prices, the amendment 
lifts the ceilings on three of the lowest 
brackets of the remaining catch-all 
prices in the regulation. Machines in 
these groups are not numerous and in 
the past were frequently scrapped. 

The amendment also provides a new 
section making it clear that the maxi- 
mum price of any private-brand cleaner 
not specifically listed is the same as the 
ceiling allowed for the same model or 
type cleaner produced by the manu- 
facturer under his own name. 


x & 
BEW HAS ANNOUNCED that a 


representative of the board would be 
sent to India to cooperate with the 
representative of the British Ministry of 
Supvly in the operation of the Indian 
shellac procurement program. The 
present system of public purchase of all 
shellac for importation to the United 
States and the United Kingdom will be 
continued and no change in the prices 
paid for shellac is contemplated. 

DSC, acting under the direction of 
BEW, will continue to be the sole buyer 
of shellac for importation into the 
United States. The services of Ameri- 
can importers and shipping agents will 
continue to be used as at present. 


Serve-Yourself Wallpaper Department 
Saves the Salesmen’s Time 


that he would be back in a very 
few minutes. By the time the sales- 
man returned, the customer would 
usually have selected one or two 
paper patterns about which he de- 
sired more detailed information. 
When the paper finally was se- 
lected, the salesman figured the 
number of rolls needed for the job 
and quoted prices. If satisfactory, 
the paper was secured from stock, 
and delivered to the customer. 
Sales made in this manner invari- 
ably required less of the salesman’s 
time than had been required under 
the old system. 

More than 300 individual pat- 
terns of wallpaper were displayed 
in this unusual department. Both 
sidewall and floor display space 


(Continued from page 29) 


Four special two- 
sided display fixtures were de- 
veloped to use the floor space eco- 
nomically. They were approxi- 
mately 4 ft. high and 6 ft. long. 


was required. 


Wide aisles were allowed around 
all displays. These were necessary 
so that customers could examine 
the various patterns from a dis- 
tance. 

The company is equipped to ac- 
cept special orders for wallpaper 
not carried in stock, but such 
orders are the exception rather 
than the rule. Special books show- 
ing patterns available on special 
order are handy should the cus- 
tomer be unable to find a suitable 
paper in the stock display. 
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\ IDLE WINDMILLS 


Thousands of farm wells need repairing. Too 
many farmers have had to chop holes in the 
creek ice for cows to drink...or pump and 
carry water by hand because of a storm-crippled 
windinill. You can break this important bottle- 
neck in food production by starting a windmill 
and pump repair drive in your community. Baker 
will cooperate in furnishing new windmill heads, 
pumps, cylinders and other repair parts wherever 
possible. It is easy to see how serious a water 
shortage is when you consider that the main 
war-foods — meat, milk, eggs — are about 
three-fourths water. Your nearest Baker branch 
will give you every possible assistance—write today! 





























DISTRIBUTED BY 
BAKER MFG. CO.: Minneapolis, Minn.; Madison, Wis.; 
Fort Dodge, !a.; Cedar Rapids, la.; Fredericksburg, 
la.; Omaha, Neb.; Kansas City, Mo.; Enid, Oklo.; 
Hutchinson, Kan.; Brandon, Manitoba, Canada. 
AXTELL CO.: Fort Worth, Texas; Amarillo, 
Lubbock, Texas; Son Angelo, Texas. 


BAKER MFG. CO., EVANSVILLE, WIS. 


winpmiiis © PUMPS 
7 pumPrack’ . 
HAND PUMPS ® 


wett suPPLIES Texas; 





Until R/M Woven Glass and woven asbestos wicking can be had 
again, R/M Tri-Ply Wicking will do...and do very weil. Here’s why: 
1. Hard outer ply resists wear and tear. 
2. Middle layer of crimped asbestos felt sends fuel 
racing-to-the-rim. 
3. Inner layer of soft asbestos paper keeps fuel-supply 
uniform. 
4. Rippled construction permits wick to be rolled without 
buckling. 
5. Tri-Ply conctruction effects complete fuel-vaporization. 


R/M Tri-Ply Wicking comes 7%”, 1”, 1%", and 134” wide — SIX FEET 
TO THE BOX, 12 boxes to the carton. Also in cartons of 100 feet. 
Ask your jobber. 


RM 


INDUSTRIAL SALES DIVISION 


|_/ RAYBESTOS-MANHAMTAN, INC. 


MANHEIM, PA NORTH CHARLESTON, S.C 
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"887 times— 
YES!” 























"THERE’S little need for your customers 
to ask V-belt questions when Gilmer’s Eye-ful 
Tower is on your counter. This bright little fel- 
low has the answers to 887 V-belt problems... 
right out in plain sight. 


You see, the Gilmer Eye-ful Tower Belt As- 
sortment No. 350 tells all your customers that 
you’re featuring Gilmer V-Belts...and holds 
them out in full view where they can be seen 
and selected. 


This clever Gilmer merchandiser is built to 
build sales, and brings you a profit 
of $14.01 on an invéstment of 4.0 
only $21.01. Not bad? Mister, it’s 
a perfect selling set-up! 


L. H. GILMER COMPANY, Tecony, Phila., Pa. 


Re ea ee 


L. H. GILMER CO., Tacony, Phila., Pa. 
Gentlemen: 


Send me the complete Gilmer Eye-ful Tower Assortment, 
No. 350, as follows: 


1 35 assorted V-belts for household appliances. 

2 Gilmer Handimeter (patented) for quick measuring 
of belts. 

3 Display Stand, Sign, Inventory Form. 

4 Useful Gilmer Belt Catalogue—"America’s Belt Bible.” 

Bill me $21.01 through your nearest jobber. 


NAME 


ADDRESS 
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FOLKS NEED 


to repair walls, floors, 
furniture, woodwork or 
plaster. This plastic 
repair material comes 
in powder form... just 
mix with water and 
use. Will not shrink. 
Sticks and stays put. 
- 





Your jobber con give immedicte 
delivery on Durhem's Rock-Herd 
Woter Putty. Pocked twelve 1-Ib. 
cons or four 4-Ib. cons to case. 
Also availeble in 25, 50 and 
100-Ib drums for industrial users. 


DONALD DURHAM CO. 





ctlancta 


WRITE TO 


“ 
¢ 


°° = 221 N.W.8™Ave.Miami Fla. 


( HERE'S WHAT \ 















2 “ 4, A.M. Collot Supplies 











Gripper Clip 


Registered U. S. Pat. Office 
Patented Gripper on 
Clips, flexible steel, Z 
Ebony finish, Small . » 
size holds kitchen § . : 
utensils, tools, golf ~ ° 
clubs, canes, ete. 
Large size for 
brooms, mops, gar- 
den tools, ete. Re- 
talls 19¢ ea Also 


Robertson original 

“Horseshoe Mag- a g 

net’ Hammers. 

e GIBSON GOOD TOOLS, INC. e 
Box 268 Orange, Mass., U.S.A. 















yESTS 
PU LIPPERS 


A COMPLETE LINE 
ASK 


7S Years Ryoulaliors yvour 


ix the Trade | JOBBER 


| AMERICAN SHEARER MFG. CO. nasnua, nu. 








You'll find REAL 


| Sales Representatives 
advertising in the 
Sales Accounts Wanted 
Columns 
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Emergency Fishing Kit Adopted 
By U. S. Armed Services 


f igo United States Navy an- 
nounced recently that it had 
adopted a new, light, durable, com- 
pact fishing kit for emergency use 
by men confronted with the prob- 
lem of sustaining life at sea,in open 
life boats, life rafts, and floats. 

The same kit, which comes pack- 
ed in a sealed waterproof American 
Can Co. can (entire weight, packed, 
slightly over 3 Ibs.), is also being 
made standard equipment by the 
United States Coast Guard, Mari- 
time Commission, and Army Trans- 
portation Corps. A smaller kit. 
weighing 1 lb., 2 0z., has also been 
adopted by the United States Army 
and Navy Air Services for use in 
collapsible rubber boats and _ rafts 
carried aboard airplanes. 

The Ashaway Line & Twine Co.. 
Ashaway, R. [., manufacturers of 
fishing line, are now producing 
many of these emergency fishing 
kits for the United States Armed 


Forces 


Contents of Kit 


Each kit consists of a sort of vest 
or apron to be worn outside the life 
preserver by the man in charge of 
it. In the larger outfit. the apron 
has sewn into it 12 separate com- 
partments which contain: pork rind 
bait; a small No. 6 hook for catch- 
ing tiny fish; a mackerel jig, a 
gang hook or grapple; a small and 
large feather lure; a small spear 
with line attached; a folding dip 
net; a knife that floats; an emery 
stone for sharpening hooks; built 
into a wooden float to which are 
also attached spare hooks, wire lead- 
ers, and extra sinker; and a pair 
of work gloves to protect the hands. 

Included in the kit is a complete 
set of fishing instructions, printed 
on waterproof pat-a-par paper, con- 
taining also considerable additional 
advice on what to do if landing on 
uninhabited islands, how to obtain 
turtles, birds, crawfish, crabs, and 
other emergency food. These in- 
structions are clearly and simply 
written so that even a man who has 
had no previous sea experience can 
readily put them into practice. 

Each of the seven fishing rigs is 
equipped with 100 ft. of Ashaway 
(or equivalent) line attached to the 
hooks. The lines are individually 
wrapped around wooden winders. 
Each winder carries a different set 


of notches for quick indentification 
on the Instruction Sheet. 

The smaller Air Service kit does 
not come in a can but is folded and 
stowed in the collapsible boat or 
raft. For weight-saving reasons, and 
because these rubber boats of course 





eet nae 


The vest or apron of the larger 
emergency kit, containing 12 com- 
partments which hold fishing 
equipment for use by men con- 
fronted with the problem of sus- 
taining life at sea. 


carry far fewer men aboard than 
do the lifeboats and rafts used by 
the other services, a few of the items 
have been omitted from the Air 
Service kits while still leaving ade- 
quate and essential fishing equip- 
ment available for the downed 
*plane’s crew. 


Fluid from Fish 


Gifford Pinchot, ex-Governor of 
Pennsylvania and a noted ichthyol- 
ogist, discovered and brought to the 
Government’s attention the fact that 
it is possible to squeeze a lymphat- 
ic fluid from raw fish, and that this 
juice is palatable and _ life-sustain- 
ing as a substitute for water. Volun- 
teers from the United States Navy 
underwent 10-day field tests in 
which they drank no liquid other 
than lymphatic fish fluid, and were 
found to be in excellent physical 
shape at the end of the tests. In 
the opinion of medical authorities 
they could have continued indefinite- 
ly with no harmful effects. 

As a further result of Mr. Pin- 
chot’s careful experimentations, it 
was also discovered that with the 
exception of only four relatively 
rare species, all salt water fish can 
safely be eaten raw. This discovery 
will unquestionably prove of great 
value to such men of our armed 
forces who may find themselves 
adrift without food rations in the 
various oceans of the world. 
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The Wico and Brighton Cans and There are no restrictions on the 
Pails are out for the duration. We manufacture of this safe, oily 
cannot make any of these cans or waste can. We are able to fur- 


pails because our entire production nish all sizes and will schedule 
has been and is taken up with the orders according to priority rat- 
manufacture of our heavy cans 


Yes, UNCLE SAM is getting 
practically all the WITT CANS 


we can make .. . 


However, we can furnish a limited supply of No. 2 Witt Cans, 
THIS SIZE ONLY, with painted covers for essential civilian 
needs. This is the popular heavy duty Witt Can, built to give 
long service. 


All orders are scheduled according to grade of priority rating 
in accordance with Priority Regulation. At 
the present time a high rating in the A.A. 
Group is required to get on our produc- 


tion schedules. 
WITT OILY WASTE CANS 


ings. 

Made in seven sizes: 5 to 30% 
gallons capacity, with hand or 
foot operated covers 





The WITT Cornice Co. 


Originators of the Corrugated Can 
CINCINNATL OHIO 





COURTESY CLEVELAND CHAIN & MFG. CO. 


From the bench to the battlefront, from bolts to 
barbed wire, Porter Clippers are meeting every test. Pancratian acti 

These two-hand portable metal cutting tools are un- on VICTORY 
equalled for power, speed and ease of operation in the 
cutting of bolts up to 34”, rods, hard steel, wire, | 
stranded cable or chain, etc. Specially designed Porter 
in the 


7 
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Feature PRO-TEX PADS 


por Volume and P0 fits! 





Soreerv.s. cw smc! Noa WICTORY PAD Js a 
PORTER 2017 CLIPPERS D0 BOTH Real Money-maker TODAY! 


tools to meet most every metal cutting need - 


most minute-saving, money-saving, man-saving way. 
Porter cutters are products of more than 60 years re- 
search and experience in the specialized skill of fine 


tool making. 


Write for illustrated catalog with valuable information. 










APRIL 15, 1943 


The Army-Navy ‘‘E” — an honor all 
Porter men and women pride. 
(Note: We are using every available man, 
twenty-four hours a day, to meet Government 
requirements, and especially to meet our job- 
bers’ needs with the earliest possible shipments 
permissible.) 


H. K. PORTER, INC. 
EVERETT, MASS. 






Today, when you can get immediate delivery 
Pads, there’s no’ reason for a 
“slump” in your housewares department. Fea- 
ture this popular item on your counter .. . in 
your window. It sells on sight to housewives, as 
proved by repeat orders from thousands of 
| stores. Women admire the beauty of the smart 
Coffee Cup pattern in red or black. They ap- 
preciate the utility of this product in protect- 





ing surfaces against heat and scratches. Best of 
all, they like the low prices. 
Now available in the two fastest- 
selling sizes — 18" x 20" and 
14" x 17". Write for illustrated 
circular. 


BALLONOFF "E14: Paopucts co. 




















Sell 75 Dinnerware Sets in 15 Months 





This prominently marked, built-up display of dinnerware helps show 
inhabitants of Ambridge, Pa., that the firm has a well-rounded stock. 


ITH eight 
stock 
Mytinger & Young, 


patterns of 


store, 


open 
dinnerware sets in its 
Ambridge, 
Pa.., has enjoyed the sale of about 75 


Glass 


dinner- 


complete sets in 15 months. 
dinnerware and solid color 
ware sets and individual pieces in 
the latter classification have also 
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Help Wanted, Accounts Wanted 
Business Opportunities 


Sales Representatives Wanted 


Set solid. maximum, 50 words....... $4.00 
All capitals, maximum, 50 words.. 5.00 
Each additional word.... .08 


Positions Wanted 
Rate) set solid, peeenT 
sence 


(Special 
SO WOCES cccccccccece ~~ 

Each additional word. wert TT 5 

Allow Seren Words for Keved Address or ¥\ our Address 


BOXED DISPLAY RATES 
One inch . 
Each additional ee 4.00 











ATTENTION BUYERS OF— 


builders’ and shelf hardware contem- 
plating a visit to New York City. 
No Priorities Necessary! WNationally- 
known hrands in stock for immediate 
delivery! The largest and most coni- 
piete assortment in the country, con- 
sisting of locksets for store, front and 
inside doors, steel and bronze butts, 
chrome cabinet hardware, and thou- 
sands of miscellaneous items too 
numerous to mention. Also mechanics’ 
tools and many of the most critical and 
hard to get items you may just be 
looking for. For additional informa- 
tion, write— 


Box H-192, care of HARDWARE AGE 
190 E. 42nd Street. New York City 





SMALL HARDWARE WANTED 


any quantity for cash. Send list and 
prices. 


S. S. JOBBING HOUSE 


653 cit serts New York, N. Y. 











WE WILL PURCHASE FOR CASH 
Entire Stocks 
HARDWARE — PAINT — TOOLS 
Write what you have to offer 


MILTON HARDWARE CO. 
aeNbaicis., 
We also buy factory eloseouts, 
surplus or discontinued items. 














MANUFACTURER'S LINE WANTED 
ON COMMISSION BASIS: 
Have salaried salesmen contacting the 
hardware, mill supply and _ industrial 
trade in the 8 North Central States 
Due to drastic curtailment on major 
lines, can do a selling job for another 
factory Inquiries solicited Address— 
FOTHERINGHAM SALES AGENCY 
43 E. Ohio Street, Chicago, Ill. 











SALESMAN ahi BY TOP HARD 
WARE and building no rials distributor in 
Metropolitan New York ar d sae gg ut to call 
on regular industrial accoun in this area 
Salary p'us Outline 
and experience. Opportunity for richt mon. Ad 
dress Box H-218, care of Harpware AcF 
E. 42nd St., N. Y. City 


commission 


82 


qualifications | 








JORRERS AND RETAILERS ATTENTION. 
We will pay highest cash prices for entire inven- 
tories or surplus stocks of hardware, tools, plum- 
ing and electrical supplies, paints, etc. No stock 
too large or too small for our consideration. Get 
our price before you sell. Write Box 582, 1474 
Broadway, N. Y. 





ATTENTION JOBRERS—FOR YOUR RE- 


| QUIREMENTS of all brass, rubber, china, and 


| 


100 | H-207 


iron, plumbing and heating specialties, send us 
your inquiries. Write for our catalog ard price 
list. Address — Plumbing Products Company, 
Charlestown, Mass. 





SALESMEN CALLING ON JOBRERS AND 
dealers for paint specialty sideline. Address Box 
. care of Harpware Ace, 100 E. 42nd St., 


iN. Y. City 





been sold in considerable quantities 
Being within 18 miles of Pittsburgh’s 
large shopping areas, the firm must 
give consideration to that competi- 
tion. Therefore prices on its dinner- 
ware, of all types and grades, is 
normally equal to or lower than 
Pittsburgh prices. The idea of the 
odd price has particular appeal be- 
cause the store caters to a number 
of foreign born customers. 

Says C. W. Young, “we originally 
took on dinnerware in 1941, because 
another store handling this merchan- 
discontinued business. Most 
sales of complete dinnerware sets 
are for wedding gifts. Window dis- 
play space is used for dinnerware 
about six times a year.” 


dise 


Coming Conventions 
and Events 
Corrected Each Issue 
According to Latest Data 


Alabama, Retail Hardware Associa 
tion of, annual convention, May 11-12, 
1943, at Birmingham, Ala. Headquarters 
and sessions at the Thomas Jefferson 
Hotel, J. H. Crowe, 410 N. 21st St.. 
Birmingham, Ala., is secretary. 

Carolinas, Hardware Association of 
the annual convention during the sec- 
ond week of June, 1943, at Raleigh, 
N. C. Headquarters and sessions at the 
Sir Walter Hotel. C. B. Gladden, 407-11 
Commercial Bank Building, Charlotte. 
N. C., is secretary. 

Louisiana Retail Hardware and Im- 
plement Association, annual convention, 
June 10, 1943, at New Orleans, La. 
Headquarters at the Roosevelt Hotel. 
District conferences: June 11, at the 
Gordon Hotel, Lafayette, La.; June 14, 
at the Washington Youree Hotel, 
Shreveport, La.; June 15, at Virginia 
Hotel, Monroe, La. David O. Mans- 
field, P. O. Box 1696, Jackson, Miss., 
is secretary. 

Mississippi Retail Hardware and 
Implement Asscciation, annual conven- 
tion, June 8, 1943, at Jackson, Miss. 
Headquarters is at the Heidelberg 
Hotel. David O. Mansfield, P. O. Box 
1696, Jackson, Miss., is secretary. 

Triple Mill Supply Convention, 
May 10-12, 1943, at the Netherland 
Plaza Hotel, Cincinnati, Ohio, compris- 
ing the Southern Supply & Machinery 
Distributors’ Ass’n, E. L. Pugh, 314 
Volunteer Bldg., Atlanta, Ga., secre- 
tary; National Supply & Machinery 
Distributors’ Ass’n, H. R. Rinehart, 505 
Arch St., Philadelphia, Pa., secretary, 
and American Supply & Machinery 
Manufecturers’ Ass’n, R. Kennedy Han- 
son, 1108 Clark Bldg., Pittsburgh, Pa., 
general manager. 

Sheet Metal Distributors, National 
Association of, war-time conference 
May 17-18, 1943, at Cleveland, Ohio. 
Headquarters and sessions at Hotel 
Cleveland. Thos. A. Fernley, Jr., 505 
Arch St., Philadelphia, Pa., is secretary- 
treasurer. 
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| DOOR-EASE 
ey 
Stainless 5tich Lubricant” | 
| 


Add to your profits with this popular 10c item. Quick 
sales ... sure repeats! No styles ... no seasons... no 
obsolescence. Packed 12 sticks on counter display, as 
shown, or 24 to a box for bin sales. Each stick in litho- 
graphed metallic container, individually carded. Order 
from your jobber. 


AMERICAN GREASE STICK CO., MUSKEGON, MICH. 


DOOR-EASE 





STAINLESS STICK LUBRICANT 





ae * cTions GO 
stomih ates month the whe sess ‘rounds there is a need and | COOL ROC LEV tl Ok) 35 
tor Black Leaf dealers. It also means that live dealers need fewer BUT. ' DON’T WAIT I 


demand for Black Leaf products. This means year ‘round sales 
brands and a smaller inventory. Their stock turnovers are made 


quicker and more often—all of which means bigger and better EE ee 


business. Think it over—it will be a profitable reflection. 



















Sander and Edger rentals and sales of allied 
materials are proving life-savers for many 
dealers in the present curtailed market. Get 
your share and make sure you have adequate 
equipment. 

In spite of the fact that our facilities are now 
devoted 100% to producing for victory, 
we still have available for immediate 



















DREADNAUGHT 


shipment a limited number of new and 
factory rebuilt DREADNAUGHT Floor MV 7 
Sanders and Edgers, as Double V-Bell 


well as various other re- 
built machines which will 
give long and satisfac- 
tory service. DON'T 


Silent Drive 
Floor Sander. 





YEAR AFTER YEAR 


public demand has been growing for Black Leaf 40, due to forceful adver- ‘ 

tising of a quality product. This year everybody wants maximum crops and WAIT. Write TO- 
vields. That’s why dealers may profit well if they feature Black Leaf DAY for complete 
oroducts in their stores and windows. Cash in on big public demand. facts and prices. 


7" SPEED EDGER 
We advertise it— i 
vertise i Buy Beads Will net you an extra 


YOU sell it! profit each time a 


sander is rented. 







TOBACCO BY-PRODUCTS & CHEMICAL 
CORP., INCORPORATED * LOUISVILLE, KY. 





1-Ib. can 25¢ 


COLDFOAM WASHES CASEIN PAINT = 


THE COLD WATER SOAPLESS SOAP POWDER and RESIN-TYP E WATER PAINTS! 
REMOVES the DIRT but NOT the PAINT! Sell a Can to Every Water Paint Customer! 


You Can Get It — You Can SELL It— NOW! Ask Your Jobber — or Write THE SAVOGRAN COMPANY, India Wharf, BOSTON, MASS. 












Hardware Age Takes Your Sales Message To Over 21,000 Subscribers 


There’s no waste circulation— your Help Wanted, You can run a fifty-word, set solid, classified sales 
Accounts Wanted, Sales Representatives Wanted and message under any of these headings for only four 
Business Oppcrtunities advertisements go straight to dollars; or a Position Wanted ad at a (Special Rate) 
the hardware trade—the very class you want to reach. of onlyone dollar. Send check or money order (only) to: 





HARDWARE AGE, Classified Opportunities Dept., 100 East 42nd St., New York City 
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TODAY- Making Tools for 
VICTORY 
















































sean A | Millers Falls Co. 7 
me : | Acme Steel Co 63 | Minute Mop Company 58 
| Admat Ltd. 51 | Mortell Co., J. W. 66 
Alter Co., Harry 77 | Myers & Bro. Co., F. E \é 
| American Cabinet Hdwe. Corp. 73 | 
| American Chain & Cable Co., | 
| Inc. 77 | N 
American Chain Div. 7 | National Brass Co. Mfrs. 2 
DROP FORGED TOOLS American Grease Stick Co 83 | National Mfg. Co. b6 
American Shearer Mfg. Co 8C | Nicholson File Co. 18 
| American Specialty Co. 76 | North Bros. Mfg. Co. 67 
American Steel & Wire Co. 4| | Norton-Lasier Company 1c 
| Archer Daniels Midland Co. 37 
Armstrong-Bray & Co. 68 | 
| Automatic Prods. Co. 71 ° 
| Okonite Co 
8 
Baker Mfg. Co. 79 
Ballonoff Metal Prod. Co 8 P 
r A U LT L b q S Barcalo Mfg. Co. , 84 | Paine Co., The br 
Behr-Manning - 45 | Perfection Stove Co. 4? 
a IN D U STR lA L Bissell Carpet Sweeper Co 14| Peters Cartridge Div. . 
Burgess Battery Co. 65 | Plantabbs Company 72 
CASTERS iia ay 
c 
@ SPEED UP PRODUCTION Carnegie-Illinois Steel Corp. 4\ R 
Century Metalcraft Corp. 59 | Raybestos Manhattan, Inc. (Indus- 
© SAVE MAN-HOURS Clarke Sanding Machine Co. 83 trial Sales Div.) ‘ 79 
@ MODERNIZE METHODS Cleveland Cap & Screw Co 62 | Remington Arms Co., Inc. 35 
@ BRING WORK TO WORKER Collot Supplies, A. M. 80 | Rochow Swirl Mixer Co. 77 
Columbia First Aiders 71 | Rockford Brass Wks. ; 86 
@ PROTECT FLOORS Columbia Steel Co. 41 | Rogers Isinglass & Glue Co. 86 
write for particulars Columbian Rope Co 84 | Roper Corp., Geo. D. : 14 
Rose Mfg. Company 76 
FAULTLESS CASTER CORP. Russell, Burdsall & Ward Bolt & 
pneen a Evansville, Indiana D Nut Co. 6 
Ontario Branches in Principal Cities Daisy Mfg. Co. 74 
Detroit Lubricator Co. 13 5 
weap — Domes of Silence 84 
Dri-Kleen Company 7g | Samson Cordage Wks. 1 
Durham Company, Donald g0 | Sand’'s Level & Tool Co. 77 
: du Pont de Nemours & Co., Inc., Savage Arms Corp. 56 
i E. |. (Duco Cement) 6 | Savogran Company 83 
% Sg | Shapleigh Hdwe. Co. <: — 
oO *. | 5 Simonds Saw & “Steel Co. .. 
. ee Smith, Inc., Landon P. 87 
Pre-Waterproofed and Pre-Lubricated | Ellwood Company 9| Socony-Vacuum Oil Co., Inc....... 7 
by Exclusive Methods ‘ en Southington Hdwe. Mfg. Company 77 
} Stanley Tools , 5 
Makes Columbian Rope F Starrett Co., The L. S. 78 
more flexible | Faultless Caster Corp. 84 | Sunlite Mfg. Company 57 
Feldco Loose Leaf Corp 72 
Look for the J | T 
RED, WHITE S Tanglefoot Company 69 
AND BLUE | General Electric Co. Taylor Instrument Companies 12 
MARKER Bridgeport 10-11 | Tennessee Coal, Iron & Railroad 
TAPE-MARKED when you buy Gibson Good Tools, Inc. 80 Co. f . 4) 
PURE MANILA rope —— your Gilmer Co., L. H. 79 | Tobacco By-Products & Chemical 
customers do Corp. asa 83 
Columbian Rope Co Auburn, N. Y \ J } Turner Day & Woolworth Handle 
H Co. 86 
Hazard Insulated Wire Wks 4 | Twin City Shellac Co ” 
me of | Hodeli Chain Company 77 
(jenu! « i | : 
SLIDE SILENTLY-SOFTLY-SMOOTHLY @ Union Hardware Co. " 
Td | eudenintens ta @ 23 United States Steel Co 4 
n oc ° 
40c SET-10c SET-10c SET SAVE FURNITURE . 
x & FLOORS - CREATE QUIET v 
tosh for nome | K Vaughan Novelty Mfg. Co., Inc.. 8 
“Domes of Silence” Kester Solder Co 75 | Victor Elec. Prods., Inc. 57 
Domes of Silence — Insulated Cushion Glides L | ¥ 
’ | Lindemann, A. J., & Hoverson Co. 39 | Whitney Carriage Co., F. A 54 
For Tile, Marble, Cement and Bathroom Floors. | Lowe Bros. 75 | Wickwire Bros. 67 
Noiseless. Sizes for metal beds, wood beds, large Lucas & Company, John 43 | Witt Cornice Co. 8 
chairs and all furniture. | Woodruff & Sons, Inc., F. H 74 
M Wooster Brush Co 
Ask your Jobber. If he is not supplied write to rte sg | 
| Y 
| Meyercord Company 55 | 
DOMES of SILENCE, Inc., 35 Pearl St., N.Y. C. Biiivstiehdiemeestaaie | Pere 
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THE 21ST EDITION 


OF THE 





eeee 28, tees AGE 
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QUICK FACTS ABOUT 
THE VITAL USEFULNESS 
OF THIS 21ST EDITION 


1. 739 pages of Product Listings & 
Condensed Catalogs—streamlined to 
help hardware retailers and whole- 
salers meet today’s wartime condi- 
tions. 


2. 330 pages of Product advertis- 
ing—the ad-catalogs of 525 manu- 
facturers. 


3. Over 20,000 manufacturers’ 
brand and trade names under ap- 
proximately 7,500 Product-Headings 
—all streamlined and modernized 
for quick and easy reference. 


4, More than 30 Editorial Refer- 
ence pages present needed data on 
a variety of subjects vital to hard- 
ware merchants. Included are sum- 
maries of war-time and priority “P” 
orders affecting hardware merchan- 
dise. 


5. Special listing of trade names 
and house brands owned by and 
originating with hardware jobbers. 


6. The most complete and compre- 
hensive Directory Number ever pub- 
lished of manufacturers of Hardware, 
Tools, Household and Kitchen ware; 
Farm, Garden and Dairy Equipment; 
Insecticides, etc.; Paint, Stoves, 
Electrical Appliances and Supplies; 
etc., plus hundreds of merchandise 
items made of non-critical materials 
to meet war-time conditions. 


APRIL 15, 1943 











MERCHANDISE 
DIRECTORY 
NUMBER OF 
HARDWARE AGE 


Is now actively performing a 
vital wartime service for wholesalers 


and retailers of hardware 


HIS new edition has been streamlined to meet the urgent needs of 
26,000 Hardware Buyers. 


In one book they can locate all important hardware manufacturers for 
substitute or alternate products of non-critical materials to make up for the 
loss of sales and revenue on normal products which are now unavailable. 


This makes the new edition more useful, more, needed, than ever before— 
a veritable lifesaver—a key to gearing their merchandising activities for a 
more profitable survival under today’s conditions. 


Equally important is the Editorial Reference Data presenting a summary 
of war-time orders affecting hardware store merchandise, priority “P” 
orders and up-to-the-minute data on a variety of subjects vital to hardware 
merchants. 


In every way this 2lst coming-of-age edition of “Who Makes It” is a 


splendid example of the editorial service that has made HARDWARE AGE 
the acknowledged leader in the field. 


HARDWARE AGE 


A. B. C. © Charter Member ¢ A. B. P. 
PUBLICATION 


100 East 42nd Street, New York, N. Y. 
A CHILTON ® 
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VAUGHAN NOVELTY MFG. CO., INc. 
"World's Largest Manufacturer of Bottie Openers and Can Openers” 
3211-25 CARROLL AVENUE CHICAGO, ILL., 


* BUY WAR BONDS AND STAMPS * 


* 7 . 





War or No War! 


ROGERS CARRIES ON 


With Exclusive Hardware Jobber Policy 
During these strenuous days we are doing our utmost to 
supply our customers with Rogers liquid fish glue as rapidly 
as possible . . . and we are abiding by our exclusive policy 
of offering the hardware trade absolute protection by not 
selling to chain store groups, group buyers and mail order 
houses. In fact, be- 
cause of the excel- 
lent cooperation that 
has developed as a 
result of our strict 
hardware trade 
policy, we are ex- 
panding the program 
for your benefit, and 
. » « WE ARE NOT 
ADVANCING OUR 
PRICES! 





An Apology and a Promise 


If you have suffered any delay in ob- 
taining Rogers’ liquid fish glue, it is 
because Uncle Sam is the man ahead 
of you... we know that you won't 
mind waiting in line behind him. We 
assure you that we are doing our ut- 
most in research and production to 
fulfill all of your orders absolutely as 
rapidly as possible. Please bear with 
us in this respect . . . we expect that 
you will receive your shipments 
promptly 











Phone Your Jobber for Free Project Sheets 
USE ROGERS LIQUID FISH GLUE 





GLOUCESTER, 


MASS. 
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WHO 
SHOULD 
COME FIRST? 


There is no question \ 
about that! Our soldiers, \ 
sailors, and marines must 

have the tools to do the job. 


They require enormous 


OUR GUARANTEE 
This Daniel Boone Handle is made of 
the best Secona Gruwtn Hickory in 
the world. Its Grade and Pattern 
have been approved by Tool Makers 
and Tool Users as being unequalled. 


NO BETTER HANDLE CAN BE MADE 


YQ 7 






\ 


% 












quantities of hickory handles. Wa 

We have met every request made \ \ 

bv the army within the limits of our Wes 
productive capacity —the largest in \ \ 
this industry. We would not do less . 


—would gladly do more, if possible. XX \ 


As a result, in some cases we have been Ve 
unable to supply as promptly as formerly ween 
the quantities and qualities of handles re- %\ 
quested by our regular customers—hardware ‘ 
jobbers and through them, hardware retailers. ’ 


We are today producing several times more 
handles than formerly. To the best of our ability we 
will continue to meet all requirements of our boys 
on the fighting fronts and of our customers at home. 


TURNER, DAY AND WOOLWORTH HANDLE CO., INC. 


LOUISVILLE, KENTUCKY 
FOR OVER 80 YEARS—WORLD'S LARGEST HICKORY HANDLE MANUFACTURER 
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*" DUCK BILL” is 


helping 
to shoot 
the Bull , 










; in 
> China's Shop 


¢ * DUCK BILL NO-TONE BALL COCK 
Eliminates Objectionable Noise 








TH Rte CLL 


ROCKFORD, 


ILLINOIS 


The Complete Line of 
“Plumbing Brass Goods Since 1890” 





HARDWARE AGE 

















KITCHEN DEVIL 
POT CLEANERS 


HAVE GONE 
TO WAR 


Sorry we can't supply any more of those popular 
new POT CLEANERS that are knit like a stocking 
and remove grit and grease in a hurry, they've 
enlisted for the duration. The standard model 
Kitchen Devil POT CLEANERS are on K. P., too. 





Thousands of Y@ars separate our mode ot icmigeln arse of our Otone Age 
Ancestors, whose 4 (g0lel-amelae)ela A\xes are illustrated below 


AFTER VICTORY . . . INSIST ON DIMMOWD EDGE AND KEEN KUITER 
TOOLS & CUTLERY 


SHAPLEIGH HARDWARE COMPANY 


ST. LOUIS 


Shapleigh National Series Number 2406 














